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You Can Sell the 
Remington Official 
Scout Knife for 


Remington Official 
Scout Knife 
RS3333 


tie Remington Official Boy Scout 

Knife has always outsold all others regardless 

of price. It’s the knife every boy knows because it 
is the most widely advertised, and because it has 
always made good. Boys all know it’s the best. 

Now you can retail the Remington Official 
cout Knife at $1.50, without sacrificing your legit- 
mate profit. 

The Holiday Season is at hand. This always 
rings a heavy demand for Remington Scout 
‘nives. At the new price this demand will be 
jreater than ever. Feature RS3333 at $1.50 in your 


christmas Displays and heavy sales are bound 


REMINGTON 


to follow. Your jobber will quote the new prices. U Te: ¢ 


Don’t submit to substitutions. Remington Cutlery 


Works, Bridgeport, Conn. 


REMINGTON ARMS COMPANY, Inc. The Greatest Value Ever Offered 
: amneG The Remington Standard American Dollar Pocket Knife 
©1931 R. A. Co, 
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Special Christmas Display 


SILVER ANNIVERSARY FLASHLIGHTS 


Tuis is by far the most effec- 
tive holiday help ever offered 
to sell flashlights and batter- 


a five-color 





ies in volume 
display that calls attention 


in a big way to Ray-O-Vac 


Flashlights as the ideal Christmas gift. 


Ray-O-Vac wants every dealer to have this 


FLASHLIGHTS 


AND BATTERIES 





display for showing Ray-O-Vac Silver Anniver- 


sary Flashlights during the holiday season. Its 


unusual brilliance will call attention to the 


get one of these Christmas displays. 





- 


smart Silver Anniversary 
models, and help you get 
some real volume among your 
customers. 

Ray-O-Vac has made it 
particularly easy for you to 


Get the 


details now from your jobber salesman. 


FRENCH BATTERY COMPANY - Madison, Wis. 
General Sales Offices: 20 North Wacker Drive, Chicago 
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of Standardized Mechanical Rubber Goods 


The Boston Line of Garden Hose 


covers the entire field 
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Seven Standard Nationally Known Brands 
*A GRADE FOR EVERY PURSE” 



















Py The most imitated nozzle on Known everywhere by 


ciehe eee, the = market. Never equalled name and recognized as 
NOZZLE j in quality. Each nozzle the standard friction tape 
packed in a separate carton, 12 of the country. Nation- 

mi cartons in full color litho- ally advertised. In 1, 2, 

graphed display package. The 4 and 8 ounce rolls; in 


fastest selling nozzle on the full color cartons all 
market. packed in handsome fall 
color display containers. 


The highest quality jar rub- 
ber made. Sells at 10c a 
dozen, returning you an ex- 
cellent profit. Two gross 
(24 cartons) in full color dis- 
play container. Used by ex- 
perts — preferred by every 
home canner. 


Good Luck Hose Washers sell for 
10c a package, showing you a 
splendid profit. Two gross (24 
cartons) in display container as 
shown. 








BOSTON WOVEN HOSE & RUBBER CO. 


Makers of Quality Rubber Goods for Fifty Years 
Works: Cambridge, Massachusetts. Postal Address: Box 5077, Boston, Mass., U. S. A. 
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gels 


a bigger 
hand 


Your customers appreci- 
ate the versatile tricks 
of these star performers 


m ALENT IN GLASS,” you could 
call Pyrex Ovenware. Of this, 
housewives are well aware. National 
advertising in their favorite magazines 
sees to that. They know that each 
Pyrex Dish is a top-flight star in its 
own act... and can “double” in a 
wide variety of ‘‘turns.” 


On this page are featured three 
Pyrex Ovenware headliners. No. 683 
Casserole . . . master of a repertoire of 
handy tricks; Pyrex Refrigerator Dishes. . . quick-change 
artists that go from oven to table to refrigerator; Pyrex Tea- 
pot No. 44...anew hit now appearing on the most modern 
tea tables. “Spotlight” them...keep them prominently 
displayed in window and store. They’ll draw the crowds! 


DISPLAY, TOO, the other members of the Pyrex troupe. The 
custard cups that can be used 17 different ways; the loaf pan with 15 
uses; the cake dish with 16 jobs . . . and so on down the versatile 
Pyrex Ovenware line. Each Pyrex Dish ready to make your customers 
realize they’re got real value in its many extra uses .. . in better 
cooked food, less trouble and sparkling service. 


‘‘Pyrex’’ is the registered trade-mark of Corning Glass Works and indicates 
their brand of resistant glass. Prices slightly higher in theWest and Canada. 


PYREX OVENWARE 


CORNING GLASS WORKS...CORNING, N. Y. 


a 





First Class Talent 


» 


(Above)—The new Pyrex 
Teapot No. 44 is modern- 
izing tea service all over 
the country. Its unusual 
design and clever conven- 
ience immediately attract 
all women who see it. 


(Center)—Pyrex Casserole 
No. 683. The popular 14- 
quart Pyrex Casserole with 
a lid of new désign .. . new 
uses. It’s a cover, separate 
dish, and tray all in one. 


(Below)—Pyrex Refriger- 
ator Dishes cook like all 
Pyrex Dishes, look well on 
the table, refrigerate per 
fectly. Save space by stack- 
ing. Those shown are Nos. 
592 (5x9x2), 593 (5x9x3> 
and Nos. 662 (6x6x2), 663 
(6x6x3). Large size (10% 
inches long), also available- 
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feature this guaranty 


OW would you like to increase the 
pulling power of your window dis- 

plays perhaps 30% or more,without spend- 
ing an extra nickel or so much as an extra 
minute of your time? With ordinary luck 


Sounds incredible, doesn’t it? It’s so easy. 
Yet it is actual fact proved by stiff selling 
tests, made recently by stores in different 
parts of the country. Following the identi- 
cal method above, and keeping accurate 


record of sales, these stores found that sales 
of items on display increased from 7% to 
57% when the Good Housekeeping poster 
was in the display. The average increase 
for all stores making the test was 35%. 


you can do it. Just follow this simple 

formula: 

1. Select four or five items from stock 
which are currently advertised in Good 
Housekeeping. 

. Group these items in your window, or 
on a counter or table, around the Good 
Housekeeping poster illustrated here. 
(Use the coupon below to get the poster.) 


. Then go about your business as usual. 


If these stores could increase their sales, 
why not you? At least there’s no harm in 
trying. You carry merchandise advertised 
in and guaranteed by Good Housekeeping. 
See for yourself that it pays to feature these 
Public buying confidence in Good products and to tell your customers of the 
Housekeeping’s guaranty will do the pocketbook protection they offer. Return 
rest. the coupon. 


FREE SELLING HELPS 


Good Housekeeping’s guaranty speaks louder thar 
price. That’s why it pays stores to tie up with it. 


GOOD HOUSEKEEPING TRADE SERVICE 
§7th St., at Eighth Ave., New York, N.Y. 
Please send list of currently advertised guaranteed products, 
t free selling posters as checked, and tell me how to use them to 
| increase sales. 


0 Window Size 


GOOD 
HOUSEKEEPING 


Everywoman’s M. agazine 


O Counter Size 


Name of Store 
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fas the] Kitchenkook ae them all 


says Mrs. Crane; and her opinion ought to be worth something, for she is an 
expert cook if there ever was one. She can take eggs and flour, and things 
like that, and perform miracles with them. 


It is easy to understand why expert cooks prefer the Kitchenkook. It produces 
the world’s hottest and cleanest cooking fire, It bakes to perfection, is easy and 
safe to operate. No stove can out-perform it; no stove can be operated for less 
money. Fuel cost for the average family is only $1.50 per month. 


Kitchenkook is the famous stove which makes and burns its own gas from gas- 
oline. It offers the equivalent of city gas service to every home at rock bottom 
fuel cost. Would you be interested in selling such a stove? Then write now for 


full information. 


AMERICAN GAS MACHINE COMPANY, Inc. 


ALBERT LEA, MINN. 
BROOKLYN, N. Y. OAKLAND, CAL. 


ME RICA 


K ITCH ENKOOK 


Economical Gas Service -for Every Home 
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GREAT FOR 
CONTRACTORS 


NOVEMBER 26, 


1931 


FOR EVERY 
PAINT SHOP 


WINTER SIDE- 
WALK CLEANER 


FOUNDRY 
HELPER 


INTRODUCING! 


WOOD'S 


SUPER SCRAPER 


by the Makers of “MOLY” and “BIG FIST” Shovels 


.... Made of tough 
Mo-lyb-den-um steel 


Here's the tool that customers everywhere have been 
looking for ... a scraper that won't bend, crack, or 
break. Wood’s Super Scraper made of Mo-lyb-den-um, 
the toughest tool steel known. Think of it! Here for the 
first time is a scraper that cuts cement, even steel ... built 
to last through a lifetime of hardest use. Note these many 
other exclusive features: beveled cutting edge, patented 
turned-over step that saves feet and shoes, comfortable 
patented “Moly-D” handle. It's a dozen useful tools com- 
bined in one. Ice chipper, snow scraper, lawn edger. Wood's 
Super Scraper removes sidewalk or floor accumulations 
like a new razor blade mows down whiskers. But most 
surprising is its popular price made possible by Wood's 
tremendous specialization in Mo-lyb-den-um shovels. The 


Super Scraper is a value far beyond any competition. 


Sells for only *1.50 


. with a handsome margin for you. Feature it now 
for ice and snow cleaning. An all year ‘round profit 
earner. Ideal for floor cleaning in grocery stores, 
meat markets, garages, paint shops, factories. Many 
other uses. Every customer needs one! Wood's Mo-lyb- 
den-um Super Scraper brings new profit opportunities 
you've never had before. Ask your jobber or send coupon. 


THE WOOD SHOVEL AND TOOL COMPANY 
Piqua, Ohio 


Without obligation, send us the prices and profit-making details of the 
new Super Scraper. 


Name 





Address. 





Jobber's Name 

















You Pay in the End 


“ And a third of a dozen of those twelve dollar 


33 


axes . 


“But they come a half dozen ina crate,” the jobber’s 
salesman protests, “and we can’t break crates at that 
price.” 


“All right, Bill, make it a half dozen then.” 








Thanks, Mr. Dealer, if you’ve ever said words to that effect to 
our or any other jobber’s representative. 


Every time you regulate your buying to standard package quan- 
tities you oil the wheels of distribution, increase efficiency and 
keep down costs. Every time you demand broken lots at full 
lot prices you put sand in the gears. 


Time and experience have proven that hardware can best be 
sold thru the medium of manufacturer to wholesaler to inde- 
pendent retail merchant. Present day keen competition and the 
“thrift-mindedness” of the buying public make it necessary for 
the retail hardware dealer to buy his merchandise on the most 
favorable terms. 


Most of us jobbers are only too anxious to give you those terms. 
We are constantly seeking out ways and means to cut down over- 
head in order to operate more efficiently and get merchandise to 
you with a minimum added for handling. Naturally, wherever 
we can supply this merchandise in original containers, we save 
money. You should share in this saving, so we offer you the full 
package at a lower price (and most manufacturers now pack in 
units to suit the most cautious buyer). 


Any dealer, then, who forces his jobber to furnish him goods in 
broken package lots at full package prices 1S NOT PLAYING 
THE GAME. Not only that, he is actually endangering his future 
success as an independent merchant. Why? BECAUSE HE Is HELp- 
ING TO BREAK DOWN THE DISTRIBUTION SYSTEM ON WHICH HE 
DEPENDS—and which depends on him. 


Friend Dealer, let us present a united front to the forces that 
would beat us down. Alone we are helpless. Together we will 
prosper. 


THE GEO. WORTHINGTON CO. 


1829 CLEVELAND, OHIO 1931 
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This is the wire cloth you bought 
before--GRAY-WICK-- 


here’s the label 
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For an increasing business 
and more profit, carry the 
complete Cortland line. 
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A GRAY-WICK Sale is a 
Repeat Sale - - - 


“IT’S GRAY-WICK. You bought it before.” That’s all the sales- 
man had to say to make the sale. The customer was familiar with the 
satisfying qualities of this superior wire cloth and its fair price. No 
question to answer—no time wasted showing other goods. Just a quick 
profit-making sale. 


GRAY-WICK: Made from rust-resisting, copper-bearing steel and further 
protected by dull finish, electro-galvanizing and a coating 6f white trans- 
parent varnish. 

CORTLAND BLACK: To meet the demands for a durable wire cloth at a 
lower price. Uniformly woven and finished in a hard elastic enamel. 
PREMIER: 50% heavier than the standard grade, made from rust resist- 
ing, copper-bearing steel and dull finish electro-galvanized. Now made in 
14 mesh, 32 gauge wire. For severe service. 

WICKWIRE CORTLAND BRONZE: Precision weaving and special rust 
resisting alloy makes Wickwire Cortland Bronze an outstanding quality wire 
for appearance and service. Recommend it to the man who wants the best. 


OTHERS 






FACTORY Fices 
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Just Off The Press! 


THE TWELFTH EDITION OF 


HARDWARE AGE 


VERIFIED 
aan LIST 


THIS PUBLICATION— WHOLESALE HARDWARE HOUSES 
——e WHOLESALE HEAVY HARDWARE HOUSES 
WHOLESALE DISTRIBUTORS MILL SUPPLIES 
PLUMBERS and TINNERS SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 
HARDWARE CHAIN STORES 


NOTE—A LIST OF 


WE need hardly point out the necessity and value of 
an authentic hardware jobbers list, compiled and spon- 


* sored by HARDWARE AGE. 

It not only authoritatively gives you the names of the recog- 
nized hardware jobbers, but also includes their capitalization, 
S10 ands the territories they cover, the number of men traveled, the 

© lines handled and, in most cases, the names of officials and 

PER COPY buyers. 
@ Such a publication is indispensable to sales managers and 
advertising managers. Furthermore, many firms find it high- 


USE THIS COUPON TO FILL YOUR ly advantageous to give copies to their road salesmen and 
SEGOEMENTS PROMPTLY district representatives. 


IT IS OBTAINABLE AT THE LOW PRICE OF 


, 


HARDWARE AGE VERIFIED LIST 
239 West 39th Street, New York 
GENTLEMEN: 
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The President’s Organization on Unemployment Relief is non-political and non-sectarian. 2 
and relief agencies everywhere to provide for local needs. All facilities for the nation-wide program, including this advertisement, 

















It wins wars. 
It beats depressions. 
It lays the firm foundations for prosperity. 


America is engaged in a mighty enterprise 
of morale building. In one month—October 19th to 
November 25th—every city and town in the land will 
raise the funds that will be necessary to banish from its 
borders the fear of hunger and cold. 


Just one month, and our biggest job will 
be over. Just one month, and we shall have met the 
worst threat the Depression can offer; and we shall 
have won! 


You can help. Give to the funds that your 
community is raising. Give generously. 


Feel the thrill that comes with victory. Go 
forward with America to the better days ahead. 


The President’s Organization on Unemployment Relief A 


Warts S.A oak 


Director 


Committee on Mobilization of Relief Resources 


Chairman 


have been furnished to the Committee without cost, 
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Its purpose is to aid local welfare 

















TELL your customers they can produce paint with 
Dutch Boy Soft Paste at the rate of a gallon a 
minute. Sell them “speed mixing” with Dutch 
Boy. 

Stir it! Pour it! Thin it! That’s all there is to 


“speed mixing” with Soft Paste. Just a few 
minutes of easy work and your customer has 
pure white-lead paint— paint unexcelled in 
brushing, hiding and lasting qualities. 

8 out of 10 painters use Dutch Boy to get 


the beautiful, long-wearing paint jobs house- 
owners demand. 8 out of 10 painters use Dutch 





SELL “Spero Mirae - 


SOFT PASTE 


Boy to protect their reputations for quality 
wotk. 8 out of 10 painters use Dutch Boy to 
make paint that doesn’t crack or scale...paint 
that has the advantage of wearing down smoothly 
by gradual chalking, leaving a perfect surface 
for repainting. 

Dutch Boy Soft Paste was designed for “speed 
mixing.” It is pure lead-in-oil—the same excel- 
lent paint material your customers have always 
used... but now in quick-mixing form. 

Sold in 12%, 25, 50 and 100 lb. kegs—the 
same as Dutch Boy heavy paste white-lead. 








DUTCH BOY 









bans cee 
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NATIONAL LEAD COMPANY 
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New York, 111 Broadway —Bufialo, 116 Oak St.—Chicago, 
900 West 18th St.—Cincinnati, 659 Freeman Avenue— 
Cleveland, 820 West Superior Avenue—St. Louis, 722 = 
Chestnut St.—San Francisco, 2240 24th St.—Boston, Bs | 
National-Boston Lead Co., 800 Albany St.— Pittsburgh, S 
National Lead & Oil Co. of Pa., 316 Fourth Avenue— & 


Philadelphia, John T. Lewis & Bros. Co., Widener Bldg. 
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More Time for Skating 
Means More Sales of Skates 


Everything indicates a busy and profitable season for the sale of ice 
skates. Shorter working weeks and hours will give the great army of 
skaters more time off for their favorite sport. 


And more time for skating means more sales of skates. The 


No. 2A Hockey for Men and Boys 


UNION HARDWARE LINE 


will enable you to meet every requirement in patterns 
and sizes—at prices to suit ALL classes. As usual the 
Clamp style skates will appeal strongly to many skaters 
who appreciate the economy and convenience of being 
able to quickly attach these skates to any shoes they desire. 


Dealers find it easy to sell UNION Hardware Ice Skates. a i 
Model of Nos. 07, 08, 08% 


Their splendid quality, improved features and moderate Sizes 8% to 12 inches 


cost all make for increased sales. 


If not fully supplied—send a RUSH ORDER to your 
Jobber. 


Catalogs Free on Request 


Standard = Known 
HARDWARE COMPANY 
. . the World 


for over 
75 Years Reg. U. S. Pat. Of. Over j 
TORRINGTON, CONN. i 
No. 59244, 
New York Office 151 Chambers St. Model of Nos. 5624, 562414, 57244. Russet 
Leather Back and Strap 


Established 1854 Incorporated 1864 
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INVENTORY 


Are you looking forward to it with fear and trembling? 
Does it recall drudgery—overtime and sleepless nights? 


We cannot tell you how to AVOID taking inventory any 
more than a physician can tell you how to avoid taking 
medicine, when needed; but we can furnish a remedy that 
has solved the problem for hundreds of hardware dealers. 


That remedy is the Hardware Age Easy Inventory Sheets. 
They simplify the whole problem. These convenient 
sheets are printed on both sides—200 pages—room for 
6,800 items. So simple—so easy to understand and use 
that you can take inventory in almost no time. 


And so LOW in price—only One Dollar for a Hundred 
Sheets. “End your inventory trouble” by mailing your 
order and check right away to— 


HARDWARE AGE- 


239 West 39th Street New York City 
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Business Opportunities for YOU in this 


PE NNSYLAADTA 








Extensive Territory 


° 
BRADFORD 









4,000 Hardware Dealers 













ALTOONA cow Buying More Than 

sig HARRIS BURG Te) 

een i & $100,000,000 Worth of 
PHILADELPHIA” ~> 

c > Hardware, Paints, Stoves, 

CUMBERLAND NY A 
A, ATLANTIC (7 Housewares, Etc., Annually, 
“y BALTIMORE | o Saige 
AD oY Dover With Whom You Can Contact 
ne % DEL: Personally at the 





BY, , 
31st Annual Convention 


and Exhibition 


p COMMERCIAL MUSEUM, PHILADELPHIA 
FEBRUARY 9th to 12th, 1932 


AMONG THOSE PRESENT 


You will find over 200 leading manufacturers and jobbers displaying their merchandise 
for the inspection of thousands of dealers as well as 30,000 to 40,000 consumers who are 
admitted every evening. 


DEALERS ARE ACTUALLY PAID TO VISIT YOUR BOOTH 


Our new and unique plan of paying cash to dealers for visitation at individual booths, 
the first trial of which was made at the 1931 show, produced for the exhibitors a surpris- 
ingly large number of personal interviews with dealers, valuable contact heretofore unob- 
tainable. So many materialized into new outlets of business for these firms, that we will 
repeat the plan at the 1932 show. 


GET FULL BENEFIT OF OUR ADVERTISING 


Monthly, from now until the show opens, your name as an exhibitor will be brought forc- 
ibly to the attention of 4,000 dealers. Don’t delay in choosing your space. Prepare now 
to get your share of business from this great territory— Pennsylvania, New Jersey, Dela- 
ware, Maryland and the District of Columbia. 





For Further Particulars—Write the 


PENNSYLVANIA & ATLANTIC SEABOARD HARDWARE ASSOCIATION, INC. 
610 WESLEY BUILDING, PHILADELPHIA, PA. 
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SECTIONAL 


New-Way Giant 
DOOR HANGERS 


Of all hangers and track now available for sliding doors on 
barns, garages, storages and similar buildings, Myers New- 
Way Giant Tandem Adjustable Hangers and Tubular Girder 
Steel Track are outstanding for their excellence of construc- 
tion, their general adaptability to any style and size of door, 
their adjustability to meet changing conditions, the ease with 
which they can be operated, their all-weather service—is the 
key to their consistent sales power among dealers. Catalog 
and information on request. 


MYERS NEW WAY GIANT 
TUBULAR GIRDER TRACK 


ADJUSTABLE 


TO RAISE 
OR LOWER 
THE DOOR 


TH FL.E.,MYERS & BRO.co. 


ASHLAND, OHIO. 


Ri Co Te ea 
MS-HAY 
— a ARAGE E DOOR HANGERS- STORE LADDERS, Etc. 


PLymoutH Propucts || J4e Vacuum tipped 


OBBLER Outfits and 
Shoe Lasts and Stands 
are in big demand. Shoes 
are worn longer—men are 


“halfsoling their own.” 
Place a few sets in your 
window and watch them 
sell. 








“EconoMy 
Ore} 1-18 471 





Every year millions of American boys reach the age 
when they want a toy pistol that actually shoots. 
Parents demand harmless pistols—pistols that shoot 

— but that are not dangerous, or destructive to home 
Corn Shellers Grist Mills furnishings. This Christmas parents will satisfy 
Ag ea nora eR Ma NEI gg their boys’ pistol craving with our harmless rubber 


“Never Fail” and “R&H” Com Shellers and “Rapid” tipped Arrow Pistol game. 
and ‘‘Korn King” Grist Mills. Write for Catalog. WRITE FOR DETAILS 


THE FATE-ROOT-HEATH CO. 
756-789 Bell St., PLYMOUTH, OHIO, U. S. A. Ht Ze ELASTIC TP COMPANY. ||| | 


oa + * >: * nee 
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MAKE YOUR STORE 
a Real Headquarters 
..- for EDISON 
MAZDA 
LAMPS 


A-19 COLORED 


Hear the “G-E CIRCLE” ... the 
woman’s club-of-the-air ... over 
NBC coast-to-coast network of 54 
stations, at twelve, noon, E. S. T., 
every week-day but Saturday.... 
Also every Sunday, at 5:30 P. M., 
E. S. T., with the world’s finest 
voices singing the world’s fav- 
orite songs... 


NOVEMBER 26, 1931 


G-1834 COLORED 


G-19 COLORED 


F-15 FLAMESHAPE 


VERYBODY uses more light 

during the winter months; 
therefore everybody buys more 
lamps. And right at the heart of 
winter comes the holiday season 
when light and cheer travel hand 
in hand. The fall and winter 
months ahead are “natural” lamp 
seasons. It will pay you to feature 
lamps to the utmost because 
everybody needs lamps. And the 
more lamps you sell the more 
other items you will sell. Expe- 
rience proves it time and time 
again. 


The hardware store in particu- 
lar can feature Edison MAZDA 


lamps profitably. Window dis- 


plays and counter displays of the 
decorative lamps will suggest 
their beauty value to thousands 
... and they bring customers into 
your store. Incidentally Edison 
MAZDA lamps return you a full 
profit and create steady custom- 
ers! You cater to a basic need 
when you display and sell lamps. 
Give thought to effective window 
displays and make your store out- 


standing lamp headquarters. 


Our window trims and dis- 
plays are at your service but your 
own ingenuity and resourceful- 
ness and energy count too. Push 
Edison MAZDA lamps during the 
coming months because it pays— 
and pays better than any other 
item. General Electric Co., Nela 
Park, Cleveland, Ohio. 


EDISON MAZDA LAMPS 
GENERAL @ ELECTRIC 





GOoO0D 
ARE 
YOU? 


Ane you a good enough 


salesman to get your price? 


If you expect customers to 
come in, look for what they 
want, and buy it, you might 
just as well be a slot machine 
with a sign, “Drop your money 


in the slot.” 


You are a salesman if you 
know how to get customers into 
the store, get them to look, and 
then describe an article so they 
can see its quality and picture 


that quality in actual service. 


Try it out on Atkins “Silver 
Steel” saws and tools. You will 
have every assistance from the 
manufacturer. Read over these 
Sales Talks and put them to 


work for you. 


But there is one more big 
point in selling. No sale is com- 
pleted when you take a man’s 
money. You have merely made 
him a customer. And your re- 
sponsibility to a customer never 


ends. 


And when you use real sell- 
ing on such articles as Atkins 
“Silver Steel” saws and tools 
you are going to make more 
than sales. You are going to 
make friends who will be glad 


to have your help in buying. 


(Signed) 


L§ 





STARTING THE NEXT SALE 


L, selling Saws or other tools you should start immediately to lay the ground- 
work for future sales—the next day, ten days, or weeks ahead. Next week 
Sam Sayles will show you how to build a future profit that cannot be taken 


from you. Be on the lookout for it. 


Ask for the whole series of Sam’s talks; 
they are chuck full of good sales ideas. 
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Ship Pattern 
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Tins is the masterpiece of 
a truly fine line of saws. An 
ideal Christmas gift for the 
lover of fine tools. Genuine 
Atkins SILVER STEEL, 
straight back, taper ground, 
cuts free and easy, does not 
bind. Mirror polish. Has 
solid Rosewood handle of At- 
kins Improved Perfection Pat- 


tern that prevents wrist strain. 


No. 401 
comes in 22, 24 and 26 inch 
Ship pattern 26 inch 


regular pattern 


lengths. 
length only. 


You need only to show the 
saw in comparison with an or- 
dinary saw to convince the 
most skeptical of Atkins supe- 


rior quality. 


May we send you Christmas 
labels for your saw boxes— 


they are free. 
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Mr. 

about with the air 

of a man looking for 
something 


Marvin went 


by LLEW 8S. SOULE 


f YHERE was an under current of 
excitement in the Marvin store 
Friday. Each employee was 

looking forward with a somewhat 

uncertain feeling to the first store 
meeting scheduled to take place that 
evening. A dinner at the hotel 
sounded good, but the idea of being 
held in for an evening meeting each 
week did not have any great general 
appeal. Individually the employees 
wondered what it was all about. Was 

Mr. Marvin dissatisfied with their 

work? Did he contemplate reduc- 


ing the sales force? Were the meet- 
ings to be just an excuse to find fault 
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and pave the way for removals? 
Charlie Hanson alone seemed undis- 
turbed. He moved briskly around 
the store ‘serving customers, arrang- 
ing stock, and otherwise performing 
his regular duties. Occasionally he 
would take a note book from his 
pocket and write a few lines. Twice 
he inspected the Want Book without, 
however, making any entries. 

Mr. Marvin, too, seemed thought- 
ful and somewhat restless. Several 
times he walked through the base- 


Next week Hardware Ag 


Mlarvin’s 
Store Meetings 








Second of a series of 
articles, in narrative 
form, by the Editor 
of Hardware Age... 


ment and warehouses, with the air of 
a man looking for something. As 
a matter of fact he was silently re- 
hearsing a little talk for the meeting, 
but he wouldn’t have acknowledged 
it for worlds. Meanwhile the day 
dragged on as days do until the cus- 
tomary closing hour. 

Promptly at 6 o'clock, however, 
the force was all back to find Mr. 
Marvin waiting for them. “Good 
evening, boys” he said pleasantly. 
“There’s a little dinner waiting for 
us over at the hotel. I hope you’re 
all as hungry as I am. Come on— 
let’s go.” 


Off to a Good Start 


The dinner was one to remember. 
“Everything from soup to nuts” as 
Bill Higgins put it. The Boss was 
good natured and an ideal host. He 
started the conversation and kept it 
going. By the time the dessert and 
coffee were served most of the un- 
certainty had worn off. This was a 
regular family gathering—as enjoy- 
able as a dance or a patry. Then, 
when it was over and the cigars had 
been passed, Mr. Marvin smiled and 
said: Well boys, let’s adjourn to the 
store and continue our meeting there. 
We won't keep you long.” 

When they entered the store, they 
found a surprise awaiting them. The 


e takes you into the 


second meeting at Marvin’s Store. .. 
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tables in the rear had been moved to 
form an open space, in which com- 
fortable chairs had been grouped in 
a semi-circle. Facing the chairs was 
a flat top table to serve as a desk, 
with two chairs behind) it. 

Mr. Marvin took his place as 
chairman and began: “Boys” he said, 
“the Marvin Hardware Company 
needs your help. We are not selling 
enough goods; we are not making 
enough profit. Of course, I realize 
that some of this is due to condi- 
tions, but I notice many of our cus- 
tomers are buying hardware items 
at other places. 

“Now don’t misunderstand me. I 
am not blaming any one but myself. 
You men are all working loyally 
and I haven’t a word of complaint to 
make. I’m the culprit. It’s my job 
to see that this store makes money, 
and I simply haven’t filled the job 
100 per cent. I’ve been expecting 
you to sell goods and keep up our 
sales volume, and I haven’t done my 
part by making it easier for you to 
sell. 

“Then, too,” he went on, “I’ve 
been trying to manage the store 
alone, without asking for the valu- 
able advice you can give me. I’ve 
been buying on my own opinion of 





what should be carried in stock, 
while you are meeting the customers 
every day and know what will sell 
and what will not. 

“That in the main is the reason I 
decided to hold this meeting, and 
why I hope you will want to meet 
here with me for a similar meeting 
every week. I’1l be chairman tonight, 
simply because some one must pre- 
side. Hereafter there will be a regu- 
lar chairman to conduct the meetings. 
Remember this is your meeting, as 
well as mine. We are partners in it. 
After tonight I don’t expect to have 
any more to say than any one of 
you. 

“We are all going to try to help 
each other to improve the business 
of the Marvin Hardware Company. 
It means profits for me and secure 
jobs for you—so it’s a 50-50 propo- 
sition. Tonight I want suggestions. 
Anything that any of you think will 
be of help. I want you to talk free- 
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ly—to bring up any matter that you 
think bears on the question of store 
betterment. I want suggestions for 
future meetings. In short I want 
this to be a family gathering to dis- 
cuss family affairs to the best inter- 
ests of the whole family. 

“There is to be no attempt at 
criticism. We are not here to cause 
hard feelings in any way. We are 
here to suggest; to plan; to help. 
Now I want to hear from each one 
of you. Charlie, have you a sug- 
gestion?” 





“Well,” said Charlie, “I have no- 
ticed quite a few shortages in stock 
lately. Usually we’re out of an ar- 
ticle before there’s even an entry in 
the want book. Wouldn’t it be a 
good plan to establish a minimum 
stock of the different items and have 
each man report whenever he finds 
the stock down to minimum? That 
would give you a chance to order 
and get the goods before we are all 


“That sounds like the elements of 
a good plan” said Mr. Marvin. 
“We'll work out the details to- 
morrow.” 


Telling Mr. Marvin 


“There’s something else” said 
Charlie. “Several times I’ve made 
an entry in the want book, and the 
goods apparently haven’t been or- 
dered.” Mr. Marvin flushed. “Good 
boy” he said. “Treat me just as you 
do any one else in this meeting. The 
truth is I have been cutting corners. 
I’ve kept the stock down to the limit, 
and I’ve cut out items without find- 
ing out whether they were selling or 
not. Hereafter when an item is on 
the want book, I'll agree to talk it 
over with the man who made the 
entry, before I make any decisions 
not to order.” “That’s fine Mr. Mar- 











EXT WEEK our 
reporter at the 
Marvin store meetings 
will tell us what hap- 
pened at the Second 
Meeting when the 
Washer Salesman 
demonstrated the bet- 
ter method of selling 
the washer to the ulti- 
mate customer. You 
will find the story of 
interest and profit. . . 











vin” said Charlie. “I think we have 
been losing customers sometimes be- 
cause of the fact that we have been 
out of goods. That’s one good thing 
we can work on.” 

“How about getting the washer 
salesman to tell us some more about 
that new washer?” Bill Higgins, 
broke in with. “He ought to be here 
again soon.” “Fine” said Mr. Mar- 
vin. “But I promised not to keep 
you long tonight and there is con- 
siderable to be done in arranging 
for our first regular meeting. 

“First—who will preside?” “Let’s 
take a vote” said Charlie. A few 
slips of paper were passed out and 
when each had signified his choice, 
were collected and counted. “Hur- 
rah!” said Bill, who acted as teller, 
“Mr. Marvin is permanent chairman 
—it’s unanimous.” 

“Thank you boys” said Mr. Mar- 
vin. “I'll act if you want me to, 
but the meeting is yours. I'll merely 
preside. Now for a_ secretary.” 
Again they balloted, and Bill Hig- 
gins ‘was elected, much to his sur- 
prise and delight. “Now” said the 
presiding officer “I’m going to ap- 
point Charlie Hanson to arrange all 
the details of the first regular meet- 
ing one week from tonight.” “Do I 
have full charge?” asked Charlie. 
“You have” replied Mr. Marvin— 
program, discussions and all. The 
rest of us will do as you direct. Is 
that right, boys?” he queried. “Yes, 
sir,’ was the answer. 

“Very well then,” said Mr. Mar- 
vin,” it’s all settled. Next meeting 
one week from tonight. Adjourned.” 

As they passed out Bill Higgins 
whispered to Van Davis: “Say Van, 
Marvin’s a regular fellow, isn’t he? 
You know I think we are going to 
like this store meeting plan.” 


Continued next week. 
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LARGE CARDBOARD 
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Seasonal Store Displays 


That 


OVING displays are one 

M of the most desirable 

means of attracting cus- 

tomers at any time of the year, 

but at holiday time they are espe- 
cially so. 

These displays are designed 
primarily for the store interior, 
but in some instances may be 
used in windows, where sufficient 
space is available. 

Let us consider the Christmas 
display at the top of the page. 
The description on the illustra- 
tion gives a complete working 
plan. When the box is filled 
with fine cut feathers the effect 
of falling snow can be gaged by 
the speed of the fan. If you de- 
sire big lazy flakes have a very 
small slow fan as an agitator. A 
blue spot light will add to the 
effect of night time. 

When you have the display 
working properly, build mer- 
chandise around the box and 
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You Can Build Yourself 


spot light in a way to conceal 
the working parts. 

The football window, effective 
at this season, is one which de- 
pends upon the proper adjust- 
ment of the strings leading from 


the feet of the figures to the 
swing of the fan. The back- 
ground should be colored so that 
the string or thread and also the 
wire to the football are almost 
invisible. 
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HE other day in a railroad 
[sss I wanted to buy 
something to kill time on 
the train. On the book stand was 
a copy of the “Washington Mer- 
ry-Go-Round.” The price was 
three bucks. This seemed high 
in these depressed times, but 
then I thought of the price of a 
theater ticket for the Follies, and 
the price seemed low. So I 
bought the book. 
Instead of being a funny book, 
I found it intensely interesting. 
It was very well written. Of 
course it poured vitriol down the 
necks of some of our friends in 
Washington, but all of us like to 
hear the other fellow roasted, 
especially if he has a better job 
than we have. Now I am not 
praising this book, because some 
of my friends in Washington 
think it is terrible and that the 
man who wrote it (it is anony- 
mous) should be “hung, drawn 
and quartered,” but I will say 
that this book is certainly inter- 
esting reading. It also gives a 
lot of information, outside of its 
personal attacks. 


About Aristocrats 


The funniest chapter in the 
book is about the State Depart- 
ment. Special attention is de- 
voted to our “career” diplomats. 
Of course the State Department 
and the “career” diplomats are 
our real American aristocrats. 
They have the right to wear 
white spats. Now, why shouldn’t 
we have aristocrats? I remem- 
ber one family I knew had five 
boys. Four of them went to 
work and the fifth went to Paris. 
He told his father that they 
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By SAUNDERS NORVELL 


needed one traveled gentleman 
in the family and he was willing 
to fill the bill. Therefore, with 
all the roughneck departments in 
Washington, why shouldn’t we 
have one aristocratic, refined, 
white collar department? And 
the boys who run the State De- 
partment have always been will- 
ing to fill the bill. Of course it 
falls to the lot of the State De- 
partment to entertain all the 
kings and queens and all the 
other nobility who find it so con- 
venient these days to cross over 
the ocean to have a chat with us. 
It certainly was a shame when 
Senator Borah on one occasion 
corralled a certain French states- 
man before the State Department 
could corrall him. Senator 
Borah certainly got the spotlight 
that time. It is generally be- 
lieved that this book was written 
not by one newspaper man, but 
by six men who collaborated in 
the work. I think this is true 
because the style of writing in 
some chapters is just a little dif- 
ferent from the style in other 
chapters. | Evidently each of 
these journalists took a separate 
subject for a chapter and then 
worked it out. It is also cur- 
rently reported that one of these 
journalists, when his paper found 
out that he took part in writing 
this book, lost his job. 

The book not only criticizes, 
but it praises, and sometimes, 
like Shakespeare, “it damns with 
faint praise.” 

The chapter given to Secretary 
of State Stimson is a remarkable 
analysis of character. The Sec- 


retary gets off pretty well. I have 


The Merry-Go-Round 


criticized him for allowing his 
striped trousers on formal occa- 
sions to hang down so low over 
the tops of his shoes. But when 
I read the chapter devoted to the 
Secretary of State and all the 
things he had accomplished, I 
felt I should not hold anything 
against him on account of his 
trousers. Secretary Stimson has 
worked hard for the country, but 
he didn’t have to. It seemed 
when he was in London recently 
that he got his wires crossed with 
the President, and this little epi- 
sode is covered at some length in 
the book. 

It strikes me that the book is 
just a little hard on President 
Hoover. In the chapter devoted 
to him, it seems to me the criti- 
cism is overdone. 

Don’t confuse this book with 
the “Mirrors of Washington.” 
The latter book is not nearly as 
well written. But don’t take the 
“Washington Merry-Go-Round” 
too seriously. 


Why Not Another? 


If the inside story of Ameri- 
can business life could be writ- 
ten today it would make a thrill- 
ing narrative. The story of a 
period like this, however, will 
not be written for several years. 
We are too close to the picture 
now. What is going on reminds 
one of the words: 


“The mills of God grind slowly, 
but they grind exceeding 
small. 

With patience He stands waiting, 
but with exactness grinds He 


all.” 


(Continued on page 54) 














Housewives Pyredominate 


KORNELY, veteran hard- 

ward merchant of 806 

® Third Street, Milwaukee, 

Wis., has acquired an enviable 

reputation, both as a retailer of 

stoves and as an authority upon 

their construction and perform- 

ance. His advertising always 

includes the slogan: “Milwau- 
kee’s Leading Stove House.” 

Nearly forty different types of 
gas ranges alone are shown in 
this basement salesroom in an 
especially effective manner. 

Mr. Kornely is firmly con- 
vinced that it is advantageous for 
the merchant 
who sells a 
stove to be 
thoroughly fa- 
miliar with 
every point of 
its construction 
and operation 
so that a com- 
petent and well 
informed reply 
can be made to 
any question 
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Among his customers 


that might be propounded by the 
prospective buyer. Several dif- 
ferent makes of stoves are car- 
ried by the store and Kornely’s 
sales personnel prides itself on 
its familiarity with every sam- 
ple on the floor. Several stove 
manufacturers are indebted to 
Mr. Kornely for suggestions, 
which have served’ to improve 
their products to a marked de- 
gree. 

Above: Kornely’s Stove Display with Related 


Lines in the ee. Below: Store Stove 
ay. 


Housewives 
among the store’s customers, and 
pains are taken to carry a large 
and well chosen stock of house 
wares. In this setting, stoves oc- 
cupy the spot light and the at- 
tention of the public is continual- 
ly being focused upon the stove 
department through the joint use 
of carefully prepared newspaper 
advertising and attractive win- 
dow displays. Very few pros- 
pects are developed from these 
mediums, that sooner or later do 
not purchase a Kornely stove, as 

the store has a 
stove to suit 
every need, is 
well versed on 
the merits of 
each and can 
present a con- 
vincing argu- 
ment why the 
stove the pa- 
tron favors is 
exactly the 
stove for her. 


predominate 
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Stop The Sales Tax-NOW 


by LLEW S. SOULE 


taxation? Does it want a new tax to be paid 

in addition to present taxes—a tax which 
will make hardware merchants not only increased 
taxpayers, but tax collectors? 


[D*: the hardware industry want increased 


If not, then it is time for those in the industry to 
make their wishes known, plainly and emphatically. 
The time to protest is now, before any such tax is 
imposed. It is easier to prevent adverse legislation 
than it is to repeal it. 


A delegation of United States Senators and Rep- 
resentatives have just made a special visit to Canada 
to study the workings of the Canadian sales tax. 


Does that mean anything to you? 


Those national legislators are not studying the 
workings of Canada’s sales tax system as a matter 
of mere curiosity. They are investigating it with 
the idea of putting some sort of a sales tax into 
effect in this country. 


If it were the intention to wipe out existing tax 
laws and substitute the sales tax as the only tax, 
perhaps the benefits would offset the inconvenience 
to merchants. However, there are no indications 
that there is even a thought of repealing existing 
tax laws. There are no indications which would 
foster a belief that there is any intention of reduc- 
ing any existing taxes. The only thing definitely 
indicated is that law makers want increased gov- 
ernment revenue; that they are scouting around to 
find new methods of taxation to furnish that revenue. 


. If a sales tax should be imposed nationally, it 
would be but another tax added to an already top- 
heavy tax burden. At the same time it would mean 
a tax which would impose much of the burden of 
collection upon those who sell merchandise. 


We have nothing to say against the Canadian 
sales tax system. It may be a perfectly good sys- 
tem for Canada. That is entirely a matter for 
Canadian citizens to decide. What is good for 
Canada may not, under present circumstances, be 
good for the United States. 


A sales tax in this country now, would increase 
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the difficulties of merchandising at a time when 
merchandisers are facing all the difficulties they 
can hope to handle. It would be especially unfor- 
tunate for the so-called independent merchants. 
Chain stores would undoubtedly use it as a lever to 
pry further price concessions from manufacturers; 
concessions that, in most cases, would not be made 
to independent wholesalers and retailers. In highly 
competitive lines, competition would force mer- 
chants to assume part or all of the tax, in addition 
io handling the detail of collection and payment. 
It would subject merchants to the annoyance of 
numerous investigations and check-ups, as well as 
to encroachments upon their time. 


Merchants everywhere are being admonished to 
economize; to hold down their overhead costs; to 
cut out unnecessary expenses. The depression 
proved that business “overhead” was generally too 
high. Merchants facing reduced revenues were 
forced to reduce “overhead.” Meanwhile the busi- 
ness of government—national, state and municipal 
—attempts to meet a similar condition by adding to 


the tax burdens of the public. 


The trouble with government, all down the line, 
is not the need for greater tax revenue. It is the 
need for business-like handling of existing revenues. 
The need for elimination of unnecessary expendi- 
tures; cumbersome, inadequate and costly methods; 
useless commissions; inefficient public officials and 
waste. 


In short, the unpleasant fact is that governmental 
overheads in towns, cities, counties, states and in 
the national government are too high. It is time 
for public officials to use some of the advice the 
government has been giving to merchants. A sur- 
vey of governmental management and costs would 
be even more illuminating than the famous “Louis- 
ville Survey.” 


If you don’t want new taxes, particularly a sales 
tax, added to your existing taxes, fight the present 
tendencies with a united, organized front. Above 
all, act now. Our legislators did not visit Canada 
just for the trip. 
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Aunt Mary Says: 


Folks— This year will be a 
Practical Christmas. If you 
want to give presents that will 
be truly appreciated—give some- 
thing useful. You can’t beat 
(store name) for values in 
housewares and things for the 
home. The quality that you 
will be proud to give at prices 
that you can afford. 


(List Items 
With Prices) 


YOUR STORE NAME 
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A Gift for the Home 
5 Piece Steel Bridge Set 


$00.00 


Everybody is awe aap, Booting this 


winter, and every hostess will 
be happy to receive one of 
these exceptionally good _ look- 
ing, well constructed Bridge 
sets. Table has double braced 
and positive locked folding legs, 
bridge type under-bracing — 
making a _ very rigid table. 
Chairs are one folding motion— 
rubber tips on each chair—up- 
holstered and padded seat. All 
steel frames come in (colors). 


YOUR STORE NAME 





By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are 
especially planned to help every hardware store make its advertising 
more practical and effective by the liberal use of human interest 
illustrations. Copy is always supplied in so far as it is practical for 
use by all of our clients. 


The description and pricing of the items must necessarily be left to 
the individual store in most cases. In writing the descriptions to give 
to your printer with the supplied ad layouts keep in mind that brief, 
to the point descriptions are the most effective. The style, size, col- 
ors, unusual features, or special economies effected by the use of the 
item should be given. If greatly reduced, it is sometimes desirable 
to show former as well as reduced price. If any question arises con- 
cerning the use of these ads, write us. You’ll find us willing to help 
you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets 
of mats of all the advertising illustrations of these two pages, in- 
closing your check for $1.25. If you need mounted cuts order them 
by number given under each cut, listing the numbers in a column. 
Figure the charge of 35c. for each cut when-less than ten cuts are 
ordered; when ordering ten cuts or more figure the charge at 30c. 
for each cut ordered. Inclose check with order, please—this saves 
bookkeeping for small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 

















Practical Gifts for the Home 


Here’s an opportunity to save some money on your Christmas 
Shopping. We’re specialists in gifts for the home, practical 
things that are guaranteed to wear well and give satisfac- 
tion. Our prices are the lowest we’ve ever seen for such high 
quality furnishings. 


(List Items 
With Prices) 





YOUR STORE NAME 
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Now Is the Time to Push YOUR 
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Christmas Advertising 








UTILITY 
Combined with 


GOOD TASTE 


The appearance of many an 
expensively built, well- designed 
house is ruined by using the 
wrong kind of hardware—come 
in and talk it over. Let us fur- 
nish you the right style of 
hardware, guaranteed to give 
satisfactory service, at a lower 
price than you will pay for the 


HA1 x a wrong kind. 











(List Hardware Items 
With Prices) 


YOUR STORE NAME 























An Important Christmas Message 
for You 


People really want practical gifts this year—We’ve 
been planning for months to —— these gifts 
to you at the very lowest prices possible for things 
that look well and wear long. You’ll be amazed 
when you see the results—useful high-grade gifts 
that are priced from % to % less than you’ ve seen 
them in years. Now is the time to buy! 
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(List Items 
With Prices) 


FOUR STORE NAME 
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Crowds are Rushing to 
(STORE NAME) 
for Christmas Gifts 


Here they can find the kind of 
presents that people are truly 
glad to receive—useful things 
that will make their home 
brighter — their tasks lighter — 
our prices are rockbottom. The 
high quality of our merchandise 
is well known throughout (city 
name). 


(List Items 
With Prices) 


YOUR STORE NAME 
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Give Him a Wagon 


It’s Sure to Please 
Wood Coaster with Balloon Wheels 


$9.00 


Every red blooded American boy wants a 
wagon. A ‘‘special buy’’ enables us to 
offer you this exceptionally strong, snappy 
model at this remarkably low price. The 
kind of large size balloon type double disc 
steel rolier bearing wheels that you see 
on wagons selling for % more. Body of 
Hardwood—Steel under gearing with steel 
braces to body—steel brake. Body 86 x 16 
inches. Varnished Natural finish trimmed 
in red. 


YOUR STORE NAME 












SERVICE 
FOR THE 
WEEK 













HIS Christmas, more than 

ever, we must put holiday 

atmosphere and gift appeal 
into our window displays. These 
actual displays offer excellent 
suggestions that 
will provide the 
required attention 
value. 

The window at 
the top of this 
page is prepared 
by the Cleveland 
Electrical League, 
Cleveland, Ohio. 
The crepe paper 
background _pro- 
vides a_ holiday 
color note that is 


This Year. More Than Ever! 


truly one of quality. The mer- 
chandise and the glittering cut- 
out letters further add to the dis- 
play’s strength. These letters are 
first painted and then sprinkled 








with crystals which glisten in light. 

A tried and tested method of 
showing Christmas goods is the 
step idea used by J. Coyte & 
Son, Asbury Park, N. J., and 
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shown in the two win- 
dows at the lower center 
of these pages. Crepe 
paper and holly designs 
all contribute to a satis- 
factory result. 

F. J. Pekoc, Jr., Cleve- 
land, Ohio, prepared a 
smart looking and profit- 
able window as shown on 
page 29. Shining, chrom- 
ium-plated electrical 
gifts for the home were 
set against a background 
of a cardboard cut-out of 
a home glowing cheer- 
fully with colored Christ- 
mas lighting. 

Mr. Pekoc cleared his 
stock of electrical appli- 
ances by Christmas eve, 
and ascribes much of this un-~ attractiveness of the background _ the polished surfaces of the ap- 


usual success to the additional of colored lights which enhanced __ pliances. The carboard cut-out 
of the house gave 


many people the 
idea of lighting 
the outside of 
their homes, re- 
sulting in sales of 
colored _ lighting 
equipment. 
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LETSANTASBAG 
CONTAIN MANY 
GIFTS of 


MODERATE PRICED GIFTS THAT ARE SURE TO PLEASE 





Getting Into the 1931 


ERE is your chance to 
H have a Christmas window 

display that will put your 
hardware store in the center of 
the Christmas buying picture 
“like nobody’s business.” Don’t 
be satisfied to let your windows 
go short of the very best this 
year. If they add to your 
Christmas volume, as they sure- 
ly will, they will make friends 
for your store by establishing it 
in the minds of customers as a 
place where a wide variety of 
merchandise, suitable for gifts, 
may be obtained. It is impor- 
tant to identify the hardware 
store as a Christmas shopping 
center. Each year you should 
make greater effort to raise that 
standard for everyone to see. 
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For this reason we have pre- 
pared two windows for this 
week’s suggestions which are cal- 
culated to make passersby think 
of your store as a place to buy 
Christmas gifts. These windows 
do not need any chart to assist 


with the backgrounds. On the 
window shown in this page the 
background should be painted 
dark blue, to suggest night skies, 
and large flakes of snow stippled 
on this background. Of course, 
the hands of Santa Claus and the 








Get the jump on Christmas Gift 
selling by way of your windows. 
Here are suggestions and plans 


that will help you. 
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WHAT THE 
WELL DRESSED 
XMAS TREE 
yy SHOULD WEAR 








Christmas Pieture Now 








Now is the time to turn the buying 
trend toward your store. These 
originally designed window 
displays will prove a powerful 
factor in your behalf. 








central poster are arranged at 
the back of the window. The 
streamer at the foot of the glass 
serves as a place to attach the 
large piece of buff material to 
represent a bag, from where it is 


draped to the hands at the back 
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of the sign. The hands are cut 
from card, the sleeve being red 
trimmed with cotton cuffs. 
With strong illumination be- 
hind the valance and directed on 
the display you will have a 
Christmas window that will cause 


people to stop, look and to talk. 

Our second window this week 
will make a good foundation for 
a display of Christmas tree lights 
and decoration merchandise. It 
might also include a reasonable 
amount of other merchandise 
than that suggested in the illus- 
tration. The tree can be cut 
from compo board and painted 
green. Holes may be cut for the 
lights as indicated, and the legs 
can be black and white. Put a 
real silk hat and a “peppermint” 
can hooked through a hole in the 
tree. 

Take photos of your good 
Christmas windows and _ send 
them in to HarpwarE Ace. Re- 
imbursement will be made for 
the photographer’s bill. 











How 


Stepanek Sells 


6 « 8 Carloads ot Stoves 
Annually 


NJECTING personality into 
selling stoves has enabled 

U. H. Stepanek, proprietor 

of the Stepanek & Vondracek 
Hardware Co., Cedar Rapids, 
Iowa, to establish a remarkable 
record in that line. Within a 
fifty-mile radius of Cedar Rap- 
ids, a city of 56,000, serving a 
fertile farming region, the mere 
mention of stoves brings the 
firm’s name to the mind of near- 
ly every resident of the vicinity. 
Mr. Stepanek takes just pride 
in his ability to sell stoves and 
especially in his manner of ap- 


proach. The latter is both un- 
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usual and effective, as is per- 
haps best exemplified by the fact 
that for a number of years the 
firm has averaged selling from 
six to eight carloads of stoves 
annually. Samples of nearly 
150 stoves are carried on the 
sales floor, including wood and 
coal ranges, combination ranges, 
gas ranges and various types of 
heaters. This 
stock enables the prospect to se- 
lect a stove to suit both the need 


comprehensive 


and the pocketbook. 

The sales plan used so effec- 
tively by Mr. Stepanek, “in a 
couple of nut-shells,” as Andy 





Adequate displays 
up Stepa- 

nek’s selling effort 

on stoves. See 

illustration other 
page 


U. H.. STEPANEK 


says, is to first sell himself to the 
stove prospect, then as the sec- 
ond step, he sells the stove itself. 
When it is obvious that he has 
not as yet achieved his first ob- 
jective, it is his policy to await 
a more opportune time for at- 
taining his goal. Not infrequent- 
ly, close observation informs Mr. 
Stepanek that some of the open- 
ing comments made by him are 
being silently questioned by the 
prospective customer. When 
this is true, he tactfully suggests 
that the prospect check up on the 
standing of both himself and the 
firm in the community and par- 
ticularly among neighbors whom 
tne store has supplied. 
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Additional prestige for the 
store’s stove department is attrib- 
uted to the policy of concentrat- 
ing upon one make of stoves 
throughout the ertire line. Mr. 
Stepanek declares that this pol- 
icy has built up a local reputa- 
tion for the line handled, which 
has been sold in Cedar Rapids 
for 33 years, that goes a long 
way toward assuring buyers that 
they will receive a satisfactory 
and dependable product. In ex- 
plaining the value of this policy, 
Mr. Stepanek said: “If we car- 
ried several makes, it would be 
inconsistent for us to tell pros- 
pects that they were all the best 
stoves available, while with one 
line we can assert that in our es- 
timation it is superior to all oth- 
ers. We strive to create the im- 
pression that they could not buy 
a stove from a more reliable 
source.” 


Convineing Prospects 


Many prospects residing in 
rural districts, according to Mr. 
Stepanek, enter the store to in- 
spect stoves who are, well in- 
formed on details of construc- 
tion and prices from closely 
reading the descriptions appear- 
ing in mail order catalogs. Such 
prospects, he says, usually be- 
lieve that the operating expense 
of the independent merchant pre- 
cludes the possibility of compet- 
ing with mail order or “direct- 
to-you” firms. For this reason, 
one of the first things Mr. Stepa- 
nek takes care to explain is that 
the store’s elaborate appearing 
stove department, located in the 
basement, entails the minimum 
of operating expense. 
ing this point, he points out that 
the rent does not cost anything 
additional, as it enables the store 


In stress- 
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to use basement space, which 
would otherwise be wasted. The 
partitions were made and the 
room decorated, etc., by the sales 
force. 


Selling the Stove 


Then, after succeeding in con- 
vincing the prospect that the 
store’s reputation and his state- 
ments can be relied upon, Mr. 
Stepanek proceeds to sell the 
stove. If the prospect evinces 
interest in a mail order stove, 
such a stove is shown alongside 
the stove proposed by Mr. Stepa- 
nek and a point-to-point com- 
parison is made. Attention is 
directed to such details as the 
finish of the planished top, com- 
parative weight, quality of ma- 
terials, etc. Then, from the 
wealth of his experience with 
stove users and buyers, he cites 
the disastrous experiences of 
some, mentioning them by name, 
who made the mistake of buying 
a mail order stove in the belief 





that they were saving money. 
One incident of this kind relates 
to a man who bought a mail order 
stove because a smaller initial 
outlay was necessary. The price 
of.the range was $80 and after 
four years of service it had to be 
replaced. Mr. Stepanek calls at- 
tention to how much better off the 
buyer would have been had he 
invested a comparatively small 
additional sum in a stove good 
for almost a lifetime. 

Mr. Stepanek is also a trader 
and many stove transactions are 
closed through trades of one kind 
or another, all of which are prof- 
itable for the firm. . His willing- 
ness to trade for salable com- 
modities regularly carried by the 
store, has received widespread 


notice in the community and his 
closest friends declare that “he 
will trade everything but his 
wife.” 

As an example, a patron had 
paid $120 for a stove purchased 
elsewhere and had used it only 
13 days before deciding to in- 
stall a heating plant. For this 





reason she was anxious to trade 
it in on a radio. The deal was 
made when Mr. Stepanek allowed 
her $100 credit for the stove on 
the radio set. All that was 
needed to recondition the stove, 
practically as good as new, was 
a new coat of aluminum paint on 
the jacket and it was quickly sold 
for $105. A range taken in trade 
at an allowance of $15 was re- 
conditioned for a few dollars 
more and will find a ready buyer 
at $37.50 cash or $41.50 on time 
payments. 

It is not at all unusual for the 
store to acquire contact with 
good prospects for new stoves 
from among those visitors who 
come to the store with the orig- 
inal intention of inspecting and 
perhaps buying a second-hand 
stove. If the terms of the trans- 
action call for time payments, 
the firm secures a down payment 
of 10 per cent and the balance is 
divided into ten equal parts. 
The installment buyer is always 
advised that the store prefers to 
have the payments made on a 
weekly basis, and this succeeds 
in bringing the customer into the 
store at weekly intervals, pro- 
moting increased patronage. 














They Kept Their 
Volume Up Through 
Electrie Refrigeration 


How Hartman & 


By TRUMAN MILLS 


ARTMAN & BAILEY’S 
hardware store in Lock- 
land, Ohio, one of the 

suburbs of Cincinnati, has kept 
up its volume during the past 
year to the level of the preced- 
ing year through merchandising 
electric refrigeration. 

A well known line was taken 
on in April, 1930, and since 
then the firm has been pushing 
the refrigerators in the store and 
in the field. From two to five 
salesmen have worked out of the 
store, covering a five-mile radi- 
us, taking in the suburbs of 
Lockland, Reading, Wyoming 
and Hartwell. 
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Bailey, Lockland, 
Ohio, merchandises 
a_ well-known line 


A special room has been fitted 
up on the second floor of the 
store for making demonstrations 
and closing sales. Refrigerators 
are also displayed on the main 
floor near the entrance. Cus- 
tomers who show an interest in 
electric refrigeration while in 
the store are often invited to go 
up to the display room to look 
over the other models there. 
Five of the units are usually 
kept on hand for demonstration 
purposes. 

In commenting on the meth- 
ods used in pushing sales, J. P. 
Bailey said: 

“The electric refrigerator fits 





Hartman & Bailey 


display of electric refrig- 
erators in Leckland, Ohio 


right into the hardware line, and 
may be handled without any ap- 
preciable increase in overhead. 
But those who are considering 
handling them ought not to ex- 
pect to sell the merchandise 
without going right into the 
home with it. The number of 
drop-in customers who will buy 
them is necessarily limited. 

“At the present time we have 
two men in the field, both of 
whom work on commission. In 
addition, I spend as high as four 
nights a week making calls and 
demonstrations. Competition is 
keen, for there are many manu- 
facturers turning out refriger- 
ators and numerous salesmen in 
the field. 

“Every hardware store, how- 
ever, has a group of customers 
sold on the house and having 
confidence in the products the 
house recommends. These cus- 
tomers will very often take the 
recommendation of their hard- 
ware man instead of some out- 
sider, that is, if the hardware 
man gets to them. They are 
going to buy anyhow when the 
time comes, and they would 
rather buy from a store in which 
they can place their confidence. 

“But selling the units takes 
intensive effort and much hard 
work. Our men spend a good 
part of their time ringing door- 
bells. They also put in many 
hours following up leads sug- 
gested by users. The satisfied 
user is in fact the best source of 
good prospects in this field the 
same as in that of any other 
utility. 

“The first thing we have to do 


is sell prosepctive customers on 
(Continued on page 38) 
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ings, Current Jobbers 
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BUTTERS IS PRESIDENT, 
KANSAS CITY CLUB 


Officers for the ensuing year 
were chosen by the Kansas City 
Implement, Hardware and Trac- 
tor Club at its meeting at the 
Muehlebach Hotel, Kansas City, 
Nov. 9. Roy W. Butters, man- 
ager, U. S. Wind Engine & Pump 
Co., was elected president; Rich- 
ard F. Townley, vice-president of 
the Townley Metal & Hardware 
Co., was elected first vice-presi- 
dent, and J. H. Maberry, as- 
sistant manager of The J. I. Case 
Co., was elected second vice- 
president. Lewis A. Lincoln, ed- 
itor of Hardwcre Trade Journal, 
was reelected secretary-treasurer. 

The following executive board 
was named: C. C. Chapman, 
chairman, sales manager, Stowe 
Hardware & Supply Co.; How- 
ard Patrick, president, Rudy- 
Patrick Seed Co.; R. V. Isham, 
Sheffield Steel Corp.; E. L. Bier- 
smith, Jr., Columbian Steel Tank 
Co., and J. D. Parsons of the 
Butler Mfg. Co., all of Kansas 
City. 

Frank A. Theis, president, 
Kansas City Board of Trade, 
spoke on wheat marketing, and 
brought a note of optimism due 
to the recent rise in the price oi 
wheat, oil, cattle, etc. He said 
that the Farm Board had made 
an honest attempt to administer 
an impossible plan, referring to 
the Federal farm marketing act, 
and cited instances where similar 
efforts to thwart the law of sup- 
ply and demand had failed. 





MICHIGAN ASS’N MOVES 
OFFICE TO LANSING 


Harold W. Bervig, secretary, 
The Michigan Retail Hardware 
Association, has announced that 
offices of the Michigan Retail 
Hardware Association moved to 
1112 Capital Bank Tower, Lans- 
ing, Mich., on Nov. 12. 





KNAUER’S HARDWARE 
REMODELS QUARTERS 


Knauer’s Hardware Co., 344 
Myrtle Avenue, Jacksonville, Fla., 
has remodeled and enlarged its 
store. The company has been 
at that location for 22 years. 





HAMBLY & SON AGENTS 
L. & H. GAS STOVES 


Graham Hambly & Son. Los 
Angeles, Cal, stove and household 








utility wholesale distributors, 
have been made distributors in 
southern California for L. & H. 
gas stoves made by A. J. Linde- 
mann & Hoverson Co., Milwau- 
kee, Wis. P. F. Ross, San Fran- 
cisco, Cal., is the manufacturers’ 
sales agent for the Far West and 
H. S. Stewart is special sales rep- 
resentative in southern Cali- 
fornia. 





MARTIN-SENOUR OPENS 
COLUMBUS WAREHOUSE 


The Martin-Senour Co., Chi- 
cago, Ill., has opened a ware- 
house at Columbus, Ohio, to 
serve that district more quickly. 
F. H. Fry, branch manager, 
Cleveland, Ohio, will have charge 
of the operation of the Columbus 
branch. 





THANKSGIVING 
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GRIFFIN-CANTRELL AND ROME HARDWARE MERGE 
The Rome Hardware Co. and Griffin-Cantrell Hardware Co., 


both of Rome, Ga., were merged 


recently, under the name Rome 





Hardware Co. The new company 
will continue retail and whole- 
sale business in the location now 
occupied by the Griffin-Cantrell 
store, where stocks will be con- 
solidated. The new store of the 
Rome company will be enlarged 
after the first of the year. 

T. R. Frazer, operating head 
of the Rome store, heads the 
merged companies. He was for- 
merly connected with King Hard- 
ware Co., Atlanta, Ga. 
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NOMINATE HASTINGS FOR 
PRES. MFRS. ASS’N 
Samuel L. Hastings, chairman 
of the finance committee, Dayton 
Scale Co., Chicago, IIl., has been 
nominated for president of the 
Illinois Manufacturers’ Associa- 
tion for 1932. Mr. Hastings was 
president of the scale company for 
25 years and assumed his pres- 
ent post after its merger in the 
International Business Machines 

Corp. 





PURDY STORES OFFER 
SIGN, DISPLAY HELP 


The Wm. Purdy Stores, 370 
Eighth Avenue, New York City, 
now offers its services in the 
preparation and planning of 
signs, displays, display cards, 
price tickets, etc. George Low- 
rey and C. J. Brown, in addi- 
tion to their work as employees 
of the Purdy stores, will handle 
this new service for retail hard- 
ware stores. The Purdy organ- 
ization is now ready to estimate 
on displays and display materials 
of numerous types. 





MANHATTAN AND BRONX 
DEALERS HOLD MEETING 


Members of the Hardware and 
Supply Dealers’ Association of 
Manhattan and Bronx Boroughs, 
New York City, met Nov. 17 at 
the Hotel Prince George, New 
York City. The session was de- 
voted entirely to business and 
included the appointment of a 
nominating committee, which is 
to make a report in January, 
1932. 

FIRE DAMAGES STORE 

OF JESSE ZEIGLER 


Fire of unknown origin dam- 
aged the basement of Jesse Zeig- 
ler’s hardware store on North 
Main Street, Spring Grove, Pa., 
Nov. 11. Damage was done to 
the basement and part of the 
stock stored there. 





JOHN A. MANSON NOW 
WITH SAVINGS BANK 


John A. Manson has retired 
from the hardware field and is 
now affiliated with the Roosevelt 
Savings Bank, Brooklyn, N. Y., 
having disposed of his price card, 
cardholder, bracket index, price 
book and delivery book lines to 
the Manson Index Co. He served 
his apprenticeship in Burlington, 
Vt., going from there to New 
York to represent the Union 
Hardware Co., Torrington, Conn., 
throughout the Southern and 
Western States and Canada. 

Mr. Manson left the Union 
Hardware Co. to conduct the 
Manson Hardware Co., Burling- 
ton, Vt. After twelve years in 
the hardware business he _ re- 
turned to New York City, becom- 
ing special representative of the 
J. D. Warren Mfg. Co., Chicago, 
Ill. 











HARDWARE DEALERS AT BELKNAP RADIO CONVENTION 


Sixty-five hardware dealers con- 
vened recently in Louisville, Ky., 
at the headquarters of the Bel- 
knap Hardware & Mfg. Co., dis- 





Charles W. Strawn, manager, 
wholesale radio division, Stewart- 
Warner Corp., presented the new 
line, while H. B. Heyburn of the 





their experiences in handling the 
line. 

Similar meetings have been 
held by Mr. Strawn throughout 


tributors in that territory for | Belknap company spoke on de-| the country, in cooperation with 
radio sets made by Stewart-|tails of the manufacturer's | wholesale distribution throughout 
Warner Corp., Chicago, III. | franchise plan. Dealers spoke on | the country. 





Freight Rates Revision Dec. 3 May Affect Hardware Prices 


Upward Adjustment of Freight Rates Despite I.C.C. Decision 
on “15 Per Cent Increase Hearing’ Not 
Generally Understood 


(From Our Washington Bureau) 

Despite the voluminous detail in which it has been reported, the 
impression prevails in some quarters that the Interstate Commerce 
Commission in its decision in the 15 per cent rate advance case 
flatly denied the railroads any rate advances and has otherwise 





refused to permit them to raise 
their charges. 

This impression is incorrect, 
increases having been authorized 
by the Commission last spring 
which will actually take effect on 
Dec. 3. The “J5 per cent in- 
crease plea” was for an addi- 
tional or superimposed rate ad- 
vance over and above adjustments 
granted earlier this year in cer- 
tain classifications. The deci- 
sion against the “15 per cent ad- 
vance” does not change the pre- 
viously authorized increases. The 
territory east of the Mississippi 
River and north of the Ohio and 
Potomac Rivers designated as the 
Eastern Freight Classification 
will take on Dec. 3 a higher rate 
which has been estimated as from 
10 to 124% per cent in certain 
commodities. As many hardware 
lines are made and shipped from 
this territory, there is a likeli- 
hood of higher freight rates be- 
ing reflected in hardware prices, 
particularly in the heavier lines. 

On Dec. 3 the rate structure 
of the country will be vitally af- 
fected by higher rates which the 
Commission had prescribed in 
the past. On that date increased 
class rates in Eastern and West- 
ern Trunk line territories will go 
into effect and apply to all com- 
modities moving under class 
rates. The Eastern class rate de- 
cision, based on conditions at the 
time it was made, shippers esti- 
mated it would mean increased 
revenues of between $20,000,000 
and $25,000,000 annually. In 
the Western class rate case, it 
was estimated the increased rev- 





enue would be between $10,000,- 
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000 and $12,000,000. Eastern 
Trunk line territory lies north of 
the Ohio and Potomac Rivers and 
east of the Mississippi River. 
Western Trunk line territory lies 
between the Mississippi and Mis- 
souri Rivers, includes the north- 
ern half of Missouri and portions 
of Illinois, Wisconsin and Michi- 
gan. The Commission, speaking 
of its Eastern and Western class 
rate case decision, said it be- 
lieved the net effect will be a 
substantial increase in revenue 
“unless diversions to trucks at- 
tain unanticipated proportions.” 
Other increases also have been 
provided. A general upward re- 
vision, also to be effective Dec. 
3, has been prescribed in the case 
of petroleum and petroleum prod- 
ucts. The Commission has also 
prescribed maximum reasonable 
rates throughout the country on 
furniture, effective Feb. 25, 1932 
These rates, the Commission said, 
“may produce increased revenue, 
although the danger of diversion 
to trucks is greater in the case 
of furniture than in the case of 
class traffic taken as a whole.” 
Likewise, the Commission has 
prescribed maximum reasonable 
rates on livestock in the Western 
district, effective Jan. 25, 1932, 
“which should increase the rev- 
enue from this traffic in Western 
Trunk line territory where the 
revenues of the railroads have 
been particularly low.” 
Additionally, the Commission 
in the 15 per cent case suggested 
that traffic departments of the 
railroads should “address them- 
selves to the task of making such 





changes in the rates on particu- 
lar kinds of traffic as will . . 
produce additional revenue and 
which can be supported as rea- 
sonable under existing condi- 
tions.” It was pointed out, how- 
ever, that this process might 
mean both increases and reduc- 
tions. Some reductions already 
have been effected since the de- 
cision. On Nov. 10, the rail- 
roads sharply reduced short haul 
rates on iron and steel through 
Central and Eastern Trunk line 
territories. 


L. S. KNOEK & CO. 
TO CLOSE FEB. 1, 1932 


The firm of L, S. Knoek & Co., 
Inc., Hartford, Conn., will dis- 
continue its retail business as of 
Feb. 1, 1932, after having been in 
business for approximately 60 
years. The Knoek company has 
already discontinued its whole- 
sale business. 

An officer of the firm said: 
“There will be no successor. We 
are simply closing out, paying 
all our creditors one hundred 
cents on the dollar.” 





HARDWARE MEN FORM 
NATIONAL CREDIT GROUP 


For the conservation of bank 
credit, hardware manufacturers 
from Eastern States met Nov. 11 
at the Hotel Commodore, New 
York City, to form a new na- 
tional credit unit to discuss 
their mutual credit problems and 
devise ways and means of con- 
serving the credit dollar and to 
speed up its turnover in the 
hardware manufacturing indus- 
try. E. E. Ogren, Stanley Works, 
New Britain, Conn., was elected 
a member of the committee to 
draft a plan for coordinating in- 
dividual effort. 

It is reported that the reso- 
lution adopted provides for the 
establishment of a uniform and 
efficient system of credit inter- 
change and inauguration of a 
centralized special investigation 
department to minimize bad debt 
waste, etc. The unit will be 
known as the Hardware Manu- 
facturers Credit Group. Among 
the firms represented were: Stan- 
ley Works, Corbin Cabinet Lock 
Co., New Britain; Peck, Stow & 
Wilcox, Southington, Conn.; Yale 
& Towne Mfg. Co., Stamford, 
Conn.; Sargent & Co., New Ha- 
ven, Conn., and John A. Roebling 
Sons Co., Newark, N. J. 





TO AUCTION ASSETS OF 
J. H. & F. A. SELLS CO. 


The entire physical assets of 
the J. H. & F. A. Sells Co., 36 
East Chestnut Street, Columbus, 
Ohio, jobbers in hardware, sad- 
dlery and allied lines, will be- 
sold at public auction by Indus- 
trial Plants Corp., Columbian 
Building, Columbus, Ohio. The 
sale is being made by order of 
the Court of Common Pleas for 
Franklin County, Ohio.  Cata- 
logs listing all of the assets, 
which are to be sold some time 
in December, are now being pre- 
pared. Announcement of definite 
sale date will be made later. 

The J. H. & F. A. Sells Co. 
was founded in 1880 and grew io 
larfe proportions. 











Float which was nmaty put a & by the Electric Refrigeration 


Bureau in Streator, Ill ote 


names of the cooperating dealers, as 


well as the outstanding use of the Electric Refrigeration a promo- 
tional material. Very favorable comments were 
according to Regional Director Learned of the Great > Division. 
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WELDED CHAIN MAKERS 
IDENTIFY SIMPLIFIED 
LINES IN CATALOGS 


All of the manufacturers of 
welded chain who have accepted 
simplified practice recommenda- 
tion No. 100-29 have recently ex- 
pressed their intention to identify 
the simplified lines in their new 
catalogs and trade lists, accord- 
ing to an announcement by the 
division of simplified practice of 
the National Bureau of Stand- 
ards, 

This plan is designed to assist 
buyers in maintaining close ad- 
herence to the waste elimination 
program. Cooperation by pur- 
chasing agents, architects, con- 
tractors and other users greatly 
increases the benefits and econo- 
mies possible through simplified 
practice. The welded chain in- 
dustry is the first to record 100 
per cent identification in the 
catalogs of accepter manufactur- 
ers. 

The National Association of 
Purchasing Agents, the American 
Institute of Architects, the As- 
sociated General Contractors of 
America, the Chief Coordinator’s 
Office of the United States Gov- 
ernment, and other representa- 
tive users of simplified commodi- 
ties have for some time strongly 
urged that this policy be adopted 
by manufacturers. When the 
simplified items are so iden- 
tified in trade literature, selec- 
tion of the simplified items can 
be made without difficulty, and 
often much waste now incurred’ 
in checking other files and sub- 
sidiary records for this data is 
eliminated. 

According to Alexander B. 
Galt, acting chief of the division 
of simplified practice, “there is 
every indication that manufactur- 
ers in other industries, who have 
cooperated in establishing sim- 
plified practice recommendations, 
will adopt this same policy of 
identification.” This forward 
step indicates a realization by 
producers, distributors and con- 
sumers of the value of coopera- 
tion in applying self-government 
to business. 


W. E. MASTON GUEST OF 
CINCINNATI PAINT CLUB 


Willard E. Maston, president, 
Cincinnati, Ohio, National Paint, 
Oil & Varnish Association, and 
George V. Horgan, general man- 
ager of the national association, 
Washington, D. C., were guests 
of the Nov. 10 meeting of the 
Cincinnati Paint, Oil & Varnish 


Club. Seventy members and 
guests attended the meeting, 
which was presided over by 


President F. J. Derrick. Messrs. 
Maston and Horgan spoke at the 
meeting, pointing out the advan- 
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tages of close cooperation of the 
national body and its affiliates. 
Copies of the club’s member- 
ship list and meeting schedule 
were distributed at the meeting. 





POTTER, MERCHANDISING 
DIR., AMES-BALDWIN- 
WYOMING SHOVEL CO. 


H. T. Potter, president of the 
former Wyoming Shovel Works, 
has been appointed as merchan- 
dising and advertising director 
of the Ames-Baldwin-Wyoming 
Shovel Co., North Easton, Mass. 





H. T. POTTER 


In his new position Mr. Potter 
will have charge of all promo- 
tional and advertising activities 
of the Ames-Baldwin-Wyoming 
organization. He joined the Wy- 
oming Shovel Works in 1915 and 
was in charge of sales and mer- 
chandising work on the Red 
Edge line. 

Mr. Potter was active in the 
merger plans and was recognized 
throughout the shovel industry 
for his fight for ethical practices. 





BRIDGE & BEACH WAS 
FOUNDED IN 1837 


The firm of Bridge & Beach 
Mfg. Co., St. Louis, Mo., stove 
and range manufacturers, was 
founded in 1837 by Hudson E. 
Bridge in partnership with Hale 
& Reyburn. At first the firm 
made plows and bought stoves 
from Cincinnati, Ohio, to meet 
the demands of pioneers. Busi- 
ness increased in the sale of 
stoves to such a point that the 
company opened a stove foundry, 
under the name Empire Stove 
Works. In 1857 John H. Beach 
joined Mr. Bridge, and the firm 
became Bridge, Beach & Co., 
later being incorporated under 
its present name. 

In 1910 and 1912, respective- 
ly, grandsons of the founder, L. 
D. and G. L. Bridge, joined the 
company. G. L. Bridge is now 
president of the organization and 
L. D. Bridge is also an executive 
of the company. 





Visions New Air Cell Battery Sets As 
Creating Large Rural Radio Market 


A rural market running into several million purchasers’ for the 
new. air cell battery operated receivers is forecast in a statement 
recently issued by Federal Radio Commissioner Harold A. Lafount 
of Washington, D. C., who believes that this latest development in 


radio engineer- 


ing is one of 
the most im- 
portant for- 
ward steps the 
industry has 


taken in rce- 
cent years. 
“The devel- 





opment of ihe 
new air cell re- 
ceiver, the first 
satisfactory radio perfected for 
use in rural sections, will, in my 
opinion, result in a sensational 
growth in the American radio 
audience during the next year 
or two,” he says. 

“At the present time,” the 
statement continues, “only one- 
third of the families living on 
farms in the United States have 
radios. This condition exists de- 
spite the fact that the farmer can 
use a radio for both profit and 
pleasure to a much greater ex- 
tent than city dwellers. This is 
attributable to the fact that with 
the advent of the alternating 
current electric sets, the radio in- 
dustry abandoned the farmer and 
concentrated on the city markets. 
Up to this year there has not 
been a single major improvement 
in battery operated sets for farm 
use for more than six years. The 
result has been that the farmer 
has refused to buy receivers 
which offered poor quality recep- 
tion and at the same time en- 
tailed troublesome recharging of 
storage batteries and frequent 
tube burn-outs. 

“This year, however, all of the 
leading set manufacturers ate 
producing the new type air cell 
receivers which in both quality 
of reception and trouble-free ser- 
vice compare favorably with the 
latest developments in electric 
sets. These sets seem to offer a 
real solution to the problem of 
satisfactory radio reception in 
rural territory. I hope, and I 
confidently believe, that they 
will result in a phenomenal 
growth of the American radio 
audience and in a much wider 
use of radio among farmers.” 


H. A. LAFOUNT 





HOUSEWARE SALES CO. 
REPRESENTS DU-ALL 


The Houseware Sales Co., 1493 
Merchandise Mart, Chicago, II1., 
handles the Du-All mop and 
duster line made by The Du- 
All Mfg. Co., Geneva, Ohio, in 
the Chicago territory. FE. L. 
Rahm is in charge of the office. 








J. D. HAMILTON BUYS 
E. O. PRATT BUSINESS 


John D. Hamilton, Hamilton 
Hardware, 60 Water Street, Clin- 
ton, Mass., recently purchased the 
hardware business of E. O, Pratt 
& Son, 119-21 High Street, Clin- 
ton. It is planned to consolidate 
the two businesses at the High 
Street address under the name of 
the Hamilton Hardware Co. Mr. 
Hamilton conducted the Water 
Street store for the past eight and 
a half years. 

Floor space of the Pratt store 
is one of the largest in the busi- 
ness district. The late E. O. 
Pratt bought the business in 
1890, moved it to its present Jo- 
cation in 1914, and formed the 
firm of E. O. Pratt & Son. At 
present no changes are expected 
in the personnel of the stores. 


FEDERAL COMMISSION 
DISMISSES COMPLAINT 
AGAINST DENISTON CO. 


In December of last year the 
Federal Trade Commission set 
forth in a complaint that the 
Deniston Co. of Chicago could 
no longer use a trade name “led- 
hed,” which has been featured 
in its advertising since the nail 
was introduced by A. J. Deniston, 
Jr., in 1926, claiming that it was 
not wholly true because the lead 
in fact did not completely cover 
the top of the nail head. 

The Deniston Co., by going to 
trial before the Commission, has 
now fully sustained its right to 
the use of the word “led-hed,” 
and the Federal Trade Commis- 
sion has dismissed the complaint. 





ANDERSON HDW. BRANCH 
REQUESTS CATALOGS 


The Anderson Hardware Co., 
Anderson, S. C., wholesale and 
retail hardware and grocery or- 
ganization, has opened on the 
west side of the public square a 
new branch store. The company 
requests catalogs on hardware 
and kindred lines. 


HORROCKS-IBBOTSON 
APPOINTS TWO AGENTS 

Horrocks-Ibbotson, Utica, N. 
Y., has appointed W. C. Block, 
Portland, Ore., and J. B. Dick, 
Los Angeles, as Pacific Coast 
representatives. 
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the immediate offing the 

enterprising hardware 
merchant will devote today 
to completing plans for the 
selling opportunities the holi- 
day season presents, Effective 
advertising and sales cam- 
paigns can be arranged at 
nominal expense by planning 
all effort well in advance. 
Many hardware dealers have 
made December their biggest 
month by simply going after 
the holiday business in an 
ageressive manner. 


1 WITH Christmas in the 


busy day, as it is with 

most merchants, observe 
today what steps can be 
taken to improve the service 
of your store during the 
rush. Are patrons walking 
out because not enough sales- 
men are on the floor to serve 
them promptly? Do custom- 
ers receive the same courtesy 
on Saturdays as on week 
days? Does the manner of 
salesmen create the impres- 
sion that they are so anxious 
to get to the next customer 
that the patron’s needs are 
but partly served? 


S IF Saturday is your 


WHEN was your mail- 
9 ing list last circular- 

ized? This should be 
done at monthly or even more 
frequent intervals. Make cer- 
tain that your list is up to 
date and embraces only de- 
sirable prospects, then pre- 
pare matter that has a gen- 
uine appeal. Illustrate and 
price seasonable articles and 
feature several special values 
at very attractive prices. It 
has been the experience of 
some stores that direct mail 
advertising is more produc- 
tive than newspaper adver- 
tising. 








we 


{ 
| 
| 
| 
| 
} 


MAKE a check today on 
2 November collections. If 

you find outstanding ac- 
counts are excessive, perhaps 
a personal attempt to collect 
some of the larger bills due 
will prove productive. Expe- 
rience has demonstrated the 
fact that most debtors will 
settle their bills more readily 
when the proprietor calls 
upon them personally than 
when this duty is left to an 
employee. Possibly it would 
prove beneficial to exercise 
greater discrimination in 
opening new accounts. 





BILLS payable should 
10 be discounted today. 

The resultant 2 per 
cent savings amounts to a 
very acceptable sum at the 
end of the year. Personal 
letters to delinquents often 
induce charge customers to 
settle their overdue bills. 
Window displays should be 
changed today. Several ex- 
amples of timely trims will 
be illustrated in the Dec. 10 
issue of HarpwareE Ace. Is 
your store prepared to wrap 


gift items in an attractive 
manner? 
INSTALLMENT sell- 


14 ing can be employed 
at Christmas with 
good results and_ buyers 
who purchase on this plan 
have made their payments 
promptly despite adverse 
business conditions. The 
manner in which it has stood 
the test during the past two 
years has induced an in- 
creasing number of hardware 
stores to apply the idea in 
selling articles of relatively 
high unit value. The mode 
of payment opens the avenue 
to increased sales. 





rives, it is a reminder 


3 WHEN Thursday ar- 
that it is again time to | 

| 

| 

| 


make the weekly change of 


window displays. Timely 
ideas for tool and cutlery 
trims will appear in Harp- 


WARE AGE of this date. Toys 
may also be featured with | 
good effect. Plan displays | 
which feature the type of | 
merchandise that appeals to | 
feminine shoppers. This is 
important as women buy 
most Christmas gifts. Try 
group displays of items sell- 
ing at the same price. 


LAY out the advertise- 

ments which will focus 

attention on holiday 
lines. Arrange a special at- 
traction for the kiddies. Offer 
inexpensive souvenirs, hand 
out toy catalogs or have 
Santa Claus present to give 
each child a lollypop. Group 
boys’ toys in one section and 
gitls’ playthings in another 
section. Arrange other holi- 
day merchandise suitable for 
adult gifts in locations adja- 
cent to the toy department so 
that it will be noted by par- 
ents who are accompanying 
their children. 





vestigate the market for 

items not being sold by 
your store that could be prof- 
itably added to your stock. 
Have you considered radi- 
ator enclosures, electric 
clocks, gift goods and other 
similar lines that are finding 
favor with the general public 
at the present time? Seek 
new lines to replace those 
which are being discontinued. 


7 TAKE time today to in- 





Search diligently for salable 
items having a relatively high 
price to offset the effects of a 
waning demand for some of 
the former “bread and but- 
ter” lines. 


hardware merchants 

have found that win- 
dow demonstrations of new 
mechanical toys encourage 
the kiddies to start thinking 
about what they want Santa 
to bring them. The season is 
certain types of 


1 AT this season several 


open on 
game in most States. Fea- 
ture firearms, ammunition | 


and hunting goods in connec- 
tion with winter sporting 
goods. See that stocks of 
holiday lines are replenished 
if it is possible. Much be- 
lated Xmas shopping has not 
yet been done. 
‘ 


SEVERAL hardware 
15 stores doing an excel- 

lent toy business per- 
mit their patrons to make a 
small deposit on large Christ- 
mas toy purchases and to 
pay the balance weekly so 
the entire sum is soon liqui- 
dated. Within the next ten 
days Christmas shopping will 
reach its peak. Redouble ef- 
forts during this period. Make 
it easy for last minute shop- 
pers to purchase holiday 
merchandise. 


..stocks of holiday lines on 


epee : 





IF trapping is followed 
fe) in your vicinity, game 

traps should be _ fea- 
tured prominently, as the 
season on some small fur 
bearers opens this month. 
Don’t forget conspicuous dis- 
plays of such seasonal goods 
as window _ ventilators, 
weather strip, hunting goods, 
fireplace accessories, anti- 
freeze, and oil, gas and elec- 
tric heaters. Are adequate 


hand? Be sure to stress the 
practical features of many 
hardware items for gift pur- 
poses. 





MERCHANTS in many 
12 cities and towns 
throughout the coun- 
try get together at the holi- 
day season and attire the 
business streets in holiday 
decorations which create a 
festive atmosphere and em- 
phasize the importance of 
the holiday season. With all 
merchants cooperating the 
decorations including colored 
electric lighting and festoons 
of green, Christmas trees, or 
holly wreaths can be ar- 
ranged for at a reasonable 
cost to each merchant par- 
ticipating in the idea. 





TAKE time today to 
16 carefully consider the 

advisability of outside 
selling. Instances of hard- 
ware stores that secure 60 
per cent of their business by 
this selling method are not 
at all uncommon. At the 
present time outside salesmen 
are willing to work on a 
straight commission basis and 
trying the idea will therefore 
entail little expense. The 
plan is most productive when 
used in connection with spe- 
cialty lines, although much 
staple merchandise can also 
be sold in this manner. 








Use the Hardware Age features 
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their Christmas shop- 

ping in warm, well 
lighted, cheerful stores. See 
that your store meets those 
requirements. If you decide 
to keep your store open eve- 
nings from now until Christ- 
mas advertise the fact 
through every means at your 
disposal. Assure patrons that 
all purchases will be deliv- 
ered prior to Christmas Day. 


1 PEOPLE prefer to do 








SOME hardware mer- 
21 chants have discovered 

that their sales in- 
creased in direct proportion 
to increased _ store traffic. 
This had led them.to provide 
free services and conve- 
niences to attract a greater 
number of people into their 
places of business. A parcel 
checking station, rest rooms, 
telephone booths, drinking 
fountains, weighing services 
and auto parking facilities 
are some of the means being 
used to induce more pros- 
ects to enter their stores. 
nvestigate the possibilities 
of similar services. 





MANY people receive 
29 gifts of money as 

Christmas presents. 
Feature appealing merchan- 
dise to attract such shoppers. 
Do not remove special dis- 
plays or holiday decorations 
until after New Year’s. Make 
exchanges agreeably if gifts 
were purchased with the un- 
derstanding that they might 
be exchanged. Prepare a spe- 
cial advertisement extending 
New Year's greetings to your 
patrons. Do not permit in- 
terior displays to become un- 
attractive. 





PERSONAL letters 
1 written today to inac- 

tive charge accounts 
may be the means of again 
securing their patronage. 
Small grudges of inconse- 
quential nature often result 
in the store losing good cus- 
tomers. Show a willingness 
to rectify mistakes and a dis- 
position to right any wrongs 
in a sincere effort to redeem 
yourself in the estimation of 
former patrons. Make it a 
point to write “thank you” 
letters to customers who have 
made recent purchases _in- 
volving larger expenditures 
than are usual. 


INSPECT interior dis- 


pe Plays with a critical 


eye today. Related 
items may best be shown in 


grouped arrangements. One 
such timely display could 
consist of anti-freeze, tire 


chains, radiator cleaner, auto 
heaters and auto robes. An 
increasing number of hard- 
ware stores are finding a new 
source of profit in auto robes 
selling in a price range from 
$5 to $7.50. Fireplace acces- 
sories are also well adapted 
to grouped interior displays 
at this season. Many will 
be purchased for Christmas 
gifts. 


IT will be worth while 
26 today to hold a short 

informal meeting of 
the sales force. Ask for sug- 
gestions gleaned from what 
has occurred during the past 
four weeks that will enable 
your store to secure a larger 
share of the Christmas busi- 
ness next year. Make notes 
of all of the ideas submitted. 
Many excellent suggestions 
will result while recent expe- 
riences are fresh in the minds 
of salesmen. 


MAKE certain that 
30 statements of accounts 
receivable are ready to 

be placed in the mail tomor- 
cow night. Inspect your stock 
today to check its freshness 
and completeness. Is a suffi- 
cient quantity of new mer- 
chandise being regularly 
added to your stock to make 
it constantly bright and ap- 
peating to store visitors? 
lace large enough orders to 
satisfy existing requirements. 


AT this season of the 
1 year one entire display 

table can be profitably 
devoted to a line of popular 
priced work gloves for both 
men and women. As articles 
of this type require frequent 
replacement they offer a 
splendid means of encourag- 
ing regular visits to the store 
carrying them. Women are 
better work glove customers 
than is generally realized 
and men consider them a ne- 
cessity. Order a good assort- 
ment today and they will 
sell like the proverbial “hot 
cakes” when properly dis- 
played and priced. 


SPEND the entire day 
23 making personal calls 

on quantity buyers of 
hardware and related lines. 
Much business of this nature 
in many cases goes to out-of- 
town firms simply because 
they have sought the business 
in an aggressive manner. If 
the local merchant takes the 
trouble to assure such buy- 
ers that the same prices, 
merchandise and terms are 
available locally and _ that 
their patronage would be ap- 
preciated, considerable busi- 
ness is usually forthcoming. 








look 


YOU 
back on 1931 in retro- 


31 can now 

spect. What can you 
do to make 1932 a more prof- 
itable year for your store? 
Outline a plan based upon 
past experience and adhere 
strictly to the program you 
believe will produce the best 
results. Build up the weak 
spots by studying and solv- 
ing each problem individu- 
ally. Establish a_ definite 
objective and formulate a 
systematic plan for attain- 
ing it. 


“24 


| 





accounts 


due 
can frequently be col- 


PAST 


lected with but little 
difficulty at Christmas time. 
Write a tactful letter to all 
delinquent charge customers 
calling attention to the fact 
that their bill is overdue and 
suggest that you would ap- 
preciate their remittance be- 
fore the turn of the year. 
When the public is in a 
spending mood efforts made 
on collections will prove 
doubly productive. 


ADVERTISEMENTS 
28 which stress the lower 
prices now prevailing 
on many hardware products 
as compared to the prices In 
effect two years ago will con- 
vince many prospects that it 
is advantageous to postpone 
buying no longer. Lay out 
an ad enumerating some of 
the revisions in retail prices 
that have taken place. Care- 
fully done, such an adver- 
tisement will be both impres- 
sive and convincing. Many 
of your customers do not re- 
alize that substantial reduc- 
tions have been made in 
numerous instances. 


V4 








NOVEMBER 26, 





1931 





to help make every day profitable 
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HEALY, PHILADELPHIA 
SURFACE SALESMEN PRES. 


At the November meeting of 
the Save the Surface Salesmen’s 
Club of Philadelphia, held at the 
Rittenhouse Hotel, Daniel J. 
Healy was reelected president of 
the organization. Other officers 
are: Vice-presidents, Ralph G. 
Ebeling and Court Morris; sec- 
retary, Alexander Graf, and 
treasurer, Harry Lowenstein. Di- 
rectors were also named. 

J. A. McCaffery, Milwaukee, 
Wis., representative of the Pitts- 
burgh Plate Glass Co., gave a 
short talk, which followed a talk 
by the treasurer. The club voted 
to supply Christmas baskets to 
needy individuals in the paint- 
ing trade in Philadelphia. 





L. DICKINSON DIES 


Leonard Dickinson, 75, Fenn- 
ville, Mich., hardware dealer for 
the past 50 years, died Nov. 8 
at his home in that town. He 
was one of the oldest hardware 
dealers in western Michigan in 
point of service. Mr. Dickinson 
had been a member of the board 
of education, city council and 
supervisor of his township, 





HORACE DISSTON ASS’T 
GENERAL MGR. 
HENRY DISSTON & SONS 


Henry Disston & Sons, Inc., 
Philadelphia, Pa, have an- 
nounced the appointment on Nov. 
16 of S. Horace Disston, formerly 
vice-president, in charge of 
sales, as second vice-president 


Volume Up Through Electric Refrigeration 


the need of electric refrigera- 
After this has been accom- 
plished the next step is to intro- 


tion. 











and assistant general manager of 
the company. 

Sales activities of the company 
have become consolidated into 
three major divisions. David W. 
Jenkins continues to direct sales 
activities in the mill division, 





S. HORACE DISSTON 


while sales to the hardware trade 
continue under supervision of 
George W. Eckhardt. Harry K. 
Rutherford has been made sales 
manager of the industrial divi- 
sion. 

L. D. H. WELD TALKS 

TON. Y. PAINT CLUB 


The New York Paint, Oil & 
Varnish Club held its 227th din- 
ner meeting at the Hotel Wal- 
dorf-Astoria, New York City. One 
hundred and fifty members and 
guests attended. L. D. H. Weld, 
director of research, McCann- 
Erickson, Inc. advertising 
agency, spoke on “Lessons to Be 
Learned from the Depression.” 
H. Foster Bain, former chief of 
the United States Bureau of 
Mines, now director of the Cop- 








per & Brass Research Associa- 
tion, spoke on the Sino-Japan- 
ese trouble in Manchuria. Rob- 
ert S. Brown spoke on financial 
conditions in England. 

A brief business session fol- 
lowed the addresses. 





OPENS IN CHATTANOOGA 


The Southern Hardware & 
Paint Co. recently opened at 530 
Market Street, Chattanooga, 
Tenn. Fred P, Porter, manager, 
had been identified with whole- 
sale firms for‘many years. T. N. 
Melton, in charge of retail sales, 
has had forty-five years’ experi- 
ence in the hardware business. 
J. H. Borin is in- charge of the 
builders’ hardware department. 





WHOLESALES MEETING 
HELD IN TUCSON, ARIZ. 


The Southwestern Hardware 
Wholesale Distributors Associa- 
tion held a quarterly meeting at 
the Pioneer Hotel, Tucson, Ariz., 
under the chairmanship of Pres- 
ident R. K. Shelton. The next 
meeting place of the association 
will be at El Paso, Tex. 





DILLEHAY-McMORDIE 
STORE IS DESTROYED 


Fire destroyed the three story 
building occupied by the Dille- 
hay-McMordie Hardware & Fur- 
niture Co., Decatur, Tex., and the 
adjoining two story building. 
Origin of the fire is not known. 
The hardware company intends 
to rebuild. 





(Continued from page 34) 


credit agencies. 


make a double check on the 
prospect’s ability to pay through 


So far we have 


Bailey believes that using the 
telephone is being overworked, 
and is not a good promotional 


method. 


T. M. GALLAVIN WITH 
FRANKLIN TOOL CO. 


T. M. Gallavin, former vice- 
president and general sales man- 
ager, E. C. Stearns & Co., Syra- 
cuse, N. Y., who withdrew from 
that company several months ago, 
has associated himself with the 
Franklin Tool Co., Buffalo, 
N. Y., manufacturer of hardware 
specialties. He will have exclu- 
sive sales management of the 
company’s lines in the United 
States and foreign countries. 
This includes additions to pres- 
ent lines, made possible through 
the .expansion of plant facilities 
now in progress. 

He further announces that 
catalogs and prices will be sup- 
plied to the trade upon request, 
and that all communications 
should be addressed to T. M. Gal- 
lavin, Central Sales Agency, 415 
South Crouse Avenue, Syracuse, 
N. Y: 


NORGE CORP. APPOINTS 
DIVISIONAL MANAGERS 


Norge Corp., Detroit, Mich., 
electric refrigerator manufactur- 
ters, has announced the addition 
of the following men to direct 
field selling operations: E. S. 
Ridgway, F. O. Fleischer, J. J. 
Davin and J. R. Blotcher. This 
group of divisional managers sup- 
plements the already established 
Norge field representation. J. A. 
Sterling has been appointed to 
assist in sales promotion work. 





duce a unit that is recognized 
nationally for its excellence. Un- 
less the store can supply a good 
electric refrigerator of a stand- 
ard make, it is best perhaps to 
stay out of the business. Excel- 
lent advertising and sales helps 
in selling the public on the need 
of electric refrigeration are sup- 
plied by distributors. 

“Most of our sales are made 
through bringing the prospects to 
the display room, or having 
them come in. The salesman 
may bring them in in his own 
car. Before we close a deal we 
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had no difficulty from this end. 

“We assure every customer 
when we have sold an electric 
refrigerator, that our responsi- 
bility does not end there. We 
stand back of the unit and will 
see that satisfaction results from 
the purchase. 

“Salesmen in the store who 
turn over the name of a live 
prospect are given a commission 
when the sale is made.” 

Mail matter supplied by the 
manufacturer is sent out regu- 
larly, and some telephone can- 
vassing has been done. But Mr. 





Following up the sale to see 
that the customer is getting good 
service out of the refrigerator is 
vital, and is in return one of the 
best means of getting new pros- 
pects. 

Better discounts to dealers are 
being offered today by electric 
refrigeration manufacturers than 
formerly, Mr. Bailey points out. 
This makes the handling of these 
utilities more attractive to the 
store desiring to take on mer- 
chandise which brings in higher 
unit sales. 
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Weather Slows 
Seasonal Lines 


New York, Nov. 25.—Re- 
ports from the nation’s principal 
market centers indicate that 
trade sentiment is continuing to 
show marked improvement, with 
manufacturers, wholesalers and 
retailers now viewing the future 
in a more optimistic light. Cur- 
rent sales, however, are rather 
disappointing, as the prevalence 
of mild weather in most sections 
of the country has restricted the 
customary movement of cold 
weather merchandise. . Some 
winter lines are moderately ac- 
tive, although present business 
in this classification is being 
placed in anticipation of a con- 
sumer demand when the first 
protracted cold spell of the sea- 
son makes its advent. Staple 
lines are in fair demand and a 
healthy volume of business is be- 
ing enjoyed in hunting supplies. 
Holiday lines are not as active as 
is usual at this time of the year 
and a last minute rush for goods 
of this type appears likely with 
many shortages probable, due to 
the belated buying policy. 

Advancing prices for several 
of the most important farm prod- 
ucts have already been reflected 
in the increased purchasing 
power of the farmer in agricul- 
tural districts. Farming prices 
on some raw and semi-finished 
materials have instilled a greater 
degree of confidence in the 
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strength of the hardware price 
structure and dealers as well as 
jobbers are buying less cautious- 
ly than has recently been the 
rule. Some _ manufacturers 
have issued prices on spring 
lines for the coming season and 
advances are not infrequently 
shown, although most revisions 
are to a slightly lower basis. 
Higher freight rates have made 
advances on heavy hardware 
products likely. 

The credit situation is consid- 
ered fairly satisfactory, showing 
relatively little change in charac- 
ter from the corresponding pe- 
riod of a year ago. 





Three Million Homes in U. S. 
Need Repairs, Says Ass’n 


A total of probably 3,000,000 homes 
in the United States require repair and 
offer a large potential field for the 
employment-stimulating activities of 
the President’s committee on recondi- 
tioning, remodeling and modernization, 
according to estimates of the Copper 
& Brass Research Association. The 
above total is based on the assumption 
that a progressing 10 per cent of the 
country’s 21,000,000 homes requires at- 
tention yearly and that the normal 
number is increased at present because 
of repair work postponed due to gen- 
eral business conditions. 


October Construction 
Contracts Drop Slightly 
in 37 States 

Construction contracts awarded dur- 
ing October amounted to $242,094,200 
in the thirty-seven States east of the 


Rockies, according to the F. W. Dodge 
Corp. This was 4 per cent less than 


in September and 28 per cent under 
October, 1930. Non-residential building 
led the three major construction classes 
with $99,092,400. This was followed 
by public works and utilities with $82,- 
461,700, and residential building with 
$60,540,100. 


President’s Home Finance 
Plan Is Hailed With 
Nation’s Approval 


(From Our Washington Bureau) 

The plan of President Hoover to 
ask Congress to provide for the estab- 
lishment of a new national system of 
home loan discount banks has been 
hailed with approval throughout the 
country, and is but one movement 
under foot to encourage home owner- 
ship. A number of committees of the 
President’s Conference on Home Build- 
ing and Home Ownership have also 
announced plans to make recommenda- 
tions in support of the movement when 
the Conference meets in Washington, 
Dec. 2-5. 

The financing plan proposed by the 
President calls for the setting up of 
a home loan discount bank in each 
of the 12 Federal Reserve districts to 
provide a service for the small home 
investor similar to that given the com- 
mercial field by the Federal Reserve 
System. The purpose is to give fluidity 
to frozen real estate paper end to pre- 
vent enforced liquidation of farm and 
home mortgages. It is estimated that 
the plan would release approximately 
$1,800,000,000 in new _ construction 
funds. 


Increased Duty Is Requested 
on Imported Bicycle Chains 
(From Our Washington Bureau) 

Request for an increase in the pres- 
ent duty of 40 per cent on bicycle 
chains has been made of the Tariff 
Commission by the Diamond Chain & 
Mfg. Co., Indianapolis. 
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Basie Business Indieators for Week Ended Nov. 7 


As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive=100 


In contrasting the charts of the twenty-one basic business indicators appearing below with those published for the preceding week 
upward trends are apparent in stock prices, bond prices, petroleum production, steel ingot production, cotton receipts and business 
failures. Unchanged tendencies are reflected in building contracts, Fisher’s wholesale price index, iron and steel composite price, 
copper price electrolytic, time money rates, call money rates, loans and discounts Federal Reserve member banks and money in circula- 
tion. The remainder show downward trends. Thus, in summation, six are upward, seven are downward and eight remain unchanged 

as compared with the week ended Oct. 31. 
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REMINGTON 


x THE ONLY SHOT THAT COUNTS IS THE SHOT THAT HITS. 





— Introducing 


A MASTER CRAFTSMAN 


DON’T know when I’ve seen a finer example 

of perseverance and skill than is illustrated 
here. Even in the photograph you can gain some 
idea of the painstaking, laborious effort that 
was required to turn out this beautiful model of 
Napoleon’s coach — wood work, metal work, 
trimming and painting. 

Such perfect workmanship seems almost in- 
credible from a boy of thirteen, but that was 
Jimmy Hansen’s age when he started the work 
in a prize contest conducted by the Fisher Body 
Corporation. He was six months older by the 
time his work was completed. Jimmy lives in 
Fresno, California. He was one of only 64 out 
of thousands of entrants from that state who 
finished the job, and he won two prizes. 


Honestly, my enthusiasm for Jimmy Hansen’s 
artistry almost made me forget to say that a 
Remington Standard American Dollar Pocket 
Knife was on the job with him. After all, it’s 





The Greatest Value Ever Offered— 
The Remington Standard American 
Dollar Pocket Knife 

















James Hansen, and his model of Napo!eon’s Coach 


more important that America should produce 
boys like Jimmy than Remington should produce 
fine cutlery. And, of course, a workman is 
known by his tools. Jimmy would naturally 
choose a Remington knife. So do most of the 
men and boys who value quality. So do most 
of the dealers who value their reputation for 
selling fine merchandise. 


RS PLO BLE 


President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Digby 4-2300 


Manufacturers of Arms, Ammunition and Cutlery 


© 1931 R. A. Co. 
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KANSAS CITY 


(Kansas City office of HARDWARE AGE) 
Kansas Ciry, Nov. 24. 


HE better price for wheat has 
made a difference already in sales 
and collections. Of course, the 
improvement is slow, but in every 
wholesale house in Kansas City the 
improvement is noticeable. The im- 
provement is especially pronounced in 
such things as dairy, hog and poultry 
supplies, for the diversified farmer has 
been benefited sooner than the grain 
or stock farmers. Dairy and chicken 
products have been going upward for 
quite a while and in the meantime feed 
remained cheap. This has stimulated 
the sale of all those modern conve- 
niences that go with the dairy and 
chicken business. Since the farmer is 
getting better price for his wheat, and 
this is particularly true of Kansas, the 
orders sent in by mail and by sales- 
men on the road have shown a pickup. 


AN ENCOURAGING SIGN 


One thing that looks encouraging is 
that it is hard to get merchandise in 
some lines. Manufacturers are run- 
ning close to shore and in some cases 


Pacific Northwes 


(By HarDWwaRE AGB Special Correspondent) 
SEATTLE, Wasu., Nov. 24. 


ITTLE seasonal pick-up in hard- 
ware lines has been noted in the 
Pacific Northwest, although 
business in general has experienced 
the benefit of improvement in buying 
power and public sentiment resulting 
from the recent advance in grain prices. 
While it is a trifle early to estimate the 
full effects, many feel the Christmas 
trade will be above early predictions. 
Favorable reports of increased sales 
have been made, especially from the 
agricultural districts and the grain 
trading centers. 


WHOLESALE SALES 


The trend in the extreme Northwest 
is reflected by Federal Reserve Bank 
figures showing that Seattle whole- 
sale hardware net sales decreased 4.2 
per cent in September, as compared 
to August. On the other hand, Port- 
land wholesalers reported an increase 
of 10.2 per cent in sales for September, 
indicating a more healthy condition in 
the Oregon wholesale market. For the 
first three-quarters of the year, Seattle 
hardware wholesale net sales showed 
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are so short that the goods almost have 
to be made after the order is received, 
according to some jobbers making 
comment. 


CHRISTMAS TRADE 


The Christmas trade is looking up 
and there are calls for electrical equip- 
ment such as toasters, waffle irons, 
percolators and mixers. It is believed 
that many utility gifts will be sold 
this season owing to the necessary 
things that have been needed and not 
bought on account of general condi- 
tions. 


PRICE TENDENCY 


Prices generally show a weak ten- 
dency, but no breaks are recorded, 
while prices on nails, wire, fence and 
steel sheets have been reaffirmed. In 
every wholesale house there is a note 
of optimism as it is certain the better 
prices for farm commodities will have 
a good effect. 


AMMUNITION 


Business in cartridges has been good, 
and it is still good in 22’s. The ammu- 





a loss of 32.9 per cent, as compared 
to the first three-quarters of 1930. 
Portland showed a smaller decrease of 
26.4 per cent. 


JOBBING TREND 


A number of hardware jobbers are 
buying in anticipation of spring busi- 
ness, and this, together with the fact 
that jobbers’ stocks have become so 
low that they are being forced to re- 
plenish certain lines, has brought some 
slight encouraging activity into the 
picture. - 

A tendency to lessen the number of 
items carried in stock, through elimi- 
nation of duplication, is noted in the 
new wholesale catalogs now being pre- 
pared. It seems the jobbers have de- 
cided they cannot carry in stock every- 
thing that customers might want with- 
out having too much capital tied up 
in slow moving merchandise. 


PRICE TENDENCY 


No price changes of consequence 
have been made during recent weeks 
in hardware lines. The general trend, 
however, has been down, hardware 





Wheat Prices Stimulate Business— 
Holiday Demand Shows Improvement 


nition and gun business has been 
somewhat demoralized in this section 
owing to the change in ammunition 
from the old style to the rustless 
varieties. It is believed that the pro- 
posed change in Winchester owner- 
ship to the Western Cartridge Co. if 
consummated will rectify this situation, 
and with stocks of old type ammuni- 
tion cleaned up and the newer kind 
on the shelves, a more stabilized con- 
dition may be looked for next year. 


HUNTING INCREASES 


On the whole, while the ammunition 
and gun business has not been very 
profitable, there has been a lot of 
business, considering the times, and it 
is thought that unemployment has 
actually stimulated the use of guns to 
some degree. 

There has been an unusual demand 
for high power rifles this fall as Mis- 
souri put on an open season on deer 
and people went out in many cases 
on what was their first deer hunt. 
Damming of streams for power and the 
resultant creation of artificial lakes has 
stimulated duck shooting. 


Grain Advance Brightens Outlook— 
Farm Trend Declared Encouraging 


commodities as a whole being approxi- 
mately 15 per cent below prices of a 
year ago. Collections are still slow, 
although some wholesalers report 
money coming in to an increasingly 
larger extent on accounts, particularly 
from the farming districts. Coupled 
with this improvement is a_ trend 
toward larger orders to build up stocks 
from‘the same districts. 


SPRING LINES 


Advance commitments for spring still 
are low, but the feeling is general that 
with Christmas trade higher than ex- 
pected, retailers will commence build- 
ing up stocks in advance of a better 
demand early next year. 





New Standard Catalog 
Issued in Colors 


Ice cream freezers, ice crushers and vari- 
ous types of chopping, seeding, juice ex- 
tracting, mixing and whipping machines 
are illustrated in the attractive booklet of 
the New Standard Corp., Mount Joy, Pa. 
Specifications, finishes, repair parts, prices 
and packing data are included. 
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Here’s the Complete 
Kester Line 


=o 








Kester Acid-Core Solder—for general home 
repair use. 1, 5 or 20 lb. spools and Metal 
Mender Package. Kester Rosin-Core Solder 
—used principally for electrical and radio 
work.1, 5 or 20 lb.spools Radio Solder Pack- 
age, and 5lb. boxes of 18 inch sticks.Also Kester 
Paste-Core Solder, Body Solder, Bar Solder 
and Solid-Wire Solder for home and indus- 
trial uses. 








~ Found! 


Big and Steady 
New Profits! 





KEsTER is one of the neatest profit-building items 
you can possibly have in your store! 

Everybody wants Kester these days. House- 
wives and handy men around the house who 
never used to touch a soldering iron are doing 
their own soldering regularly now. Kester is re- 
sponsible. Kester originated the solder witha self- 
contained flux . . . so simple to use that even a 
first-timer gets perfect results. And for years, as 
well as this year, generous space in national mag- 
azines to tell the Kester story! Now the demand 
for Kester is big . . . and steadily growing. Make 
it known that you sell Kester. That will bring 
customers into your store who have never been 
there before. Stock Metal Mender, and Radio Sol- 
der both . . . the larger Kester spools for steady 
users, too. See your jobber about this right away. 
There's money just waiting to be picked up from 
under every Kester can and spool! 

Kester Solder Company, Incorporated 1899. 
Main Office & Plant, 4205 Wrightwood Ave., Chicago 
Eastern Plant, Newark, N. J. 


Canada—Kester Solder Co. of Canada, Ltd., 
Brantford, Ont. 
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Acid-Core - Paste-Core + Rosin-Core 

















“Like an old friend” 
LEPAGE’S 
GLUE 


|E PAGE'S 


LIQUID GLUE 


sual 





Observing its Golden 
Anniversary 


You’d probably say it was old 
enough to have whiskers, but— 


It is smoothly shaven in the sell- 
ing sense of modern packaging 
and display containers. And 
yet it retains the old “stand-by” 
characteristics that has made the 
name Le Page’s synonymous 
with glue. 


A standard, uniform product 
that is a necessity in every home 
and workshop. The only glue 
that promotes creative ideas 
through the magazines, which 
prompts the consumer to ask for 
this brand. Continuous adver- 
tising that keeps your sales roll- 
ing up—a merchandise mover. 


It’s true—Le Page’s costs a 
little more—but it gives you 
twice the profit. Any dealer 
that is in business to make 
money, can see the logic of sell- 
ing the leader in its field. Re- 
member, it isn’t what you pay 
for it—it’s the profit you make 
that counts. Have you a good 
stock on hand? 


Russia Cement Co. 


Gloucester, Mass. 











PITTSBURGH: Seasonal Demand Remains 
. Sluggish—Gain Is Expected in December 


(Pittsburgh office of HARDWARE AGE) 
PitrspurcH, Nov. 24. 


USINESS has shown no sustained 
B improvement thus far in the 

month, and is still unfavorably 
influenced by weather conditions. While 
ammunition has been rather active 
preparatory to the Thanksgiving holi- 
day, the general run of cold weather 
items is dull and retailers are ordering 
only in small lots for their immediate 
needs. Interest in holiday items is 
slower than usual, to develop and toys 
are rather quiet. This line should be- 
come more active after Thanksgiving, 
and a period of severe weather would 
undoubtedly stimulate other lines. 
Under the circumstances jobbers ex- 
pect a fairly good December trade to 
offset the slow fall to date. 


PRICE REVISIONS 


Among the price changes of the 
week is a reduction in the Nesco line 
of oil cook stoves. The No. 211 is now 
quoted at $6.55 each; No. 212 at 
$10.75; No. 213 at $13.40; No. 214 at 
$15.75 and No. 215 at $23.65. Some 
further reductions have been made in 
certain numbers of radio tubes. Lin- 
seed oil has gone lower, now being 
quotable at 8-2/5c. per lb. in barrel 
lots. Turpentine is also lower at 48c. 


a gal. in barrel lots. White lead is un- 
changed at 13.25c. per lb. Bolt prices 
are still weak, reflecting the lower 
quotations of mills. Wire nails on the 
other hand are rather strong, and job- 
bers are generally adhering to the 
$2.25 a keg price. 


LOCAL CONDITIONS 


Basic industrial conditions in the 
Pittsburgh district have not changed 
materially, although improvement re- 
corded earlier in the month has been 
maintained. Steel ingot operations con- 
tinue at about 30 per cent of capacity, 
and improved activity has recently 
been recorded in sheet and pipe pro- 
duction. 

The coal industry in this section is 
still somewhat depressed because of 
the failure of cold weather to stimu- 
late domestic sales. Industrial and 
railroad consumption shows no marked 
change. 

Conditions in the coal and steel mill 
towns in the Pittsburgh vicinity are 
generally unfavorable, and bank fail- 
ures have hindered collections. Never- 
theless some of the tied-up cash is be- 
ing paid out, and substantial releases 
to circulation are expected before the 
middle of December. 





TWIN CITIES: Farm Sentiment More Opti- 
mistie—Collections Have Improved Slightly 


(Minneapolis office of HARDWARE AGE) 
MinnEAPOLIs, Nov. 24. 


HE general feeling in this sec- 
tion of the country, tributary to 
the Twin Cities, seéms to have 
changed toward a slightly more op- 
timistic attitude. With the increase in 
the price of grains, and some advance 
in stock prices, the farmer is feeling 
better. Dairy products and poultry 
products are also strong in price. Poul- 
try for the Thanksgiving trade brought 
fairly good prices, adding to the farm 
revenue. 


SEASONAL GOODS 


Unusually mild temperatures and 
absence of storms over much of the 
Northwest has retarded fall buying of 
seasonal merchandise. With a turn 
toward colder weather, trade in many 
lines will doubtless show an improve- 
ment. 


HOLIDAY OUTLOOK 


It seems to be generally believed that 


there will be a fair percentage of holi- 
day trade this year, and along the 
same general characteristics as last 
year. Then retail buying was delayed 


- until the last few weeks before Christ- 


mas, crowding a large proportion of 
the holiday buying into a small period 
of time. 


NAIL PRICES STEADY 


While in some markets a change 
has been made in the price of nails, 
there has been no change here, and 
none is contemplated, according to 
some sources of information, unless 
there is a change in basic markets or 
a change in transportation rates. If 
the revised freight rates go into effect, 
heavy hardware items will probably be 
affected. The increase will naturally 
be passed along to the consumer. 


ACTIVE LINES 


Radio sales continue to show im- 
plovement. This is the time of the 
year when this line is full speed for- 
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ward, and with the many new excel- 
lent models to tempt the prospect, the 
sales are moving forward. The smaller 
sets are prime favorities. 

The automotive lines are complain- 
ing to some extent about the mild 
weather. 

Toy lines are much in evidence in 
the stores, as well as ice skates and 
snow sports items. ¢ 


COLLECTIONS 


The credit and collection angle 
shows but little change. Collections 
are perhaps slightly improved, but still 
remain one of the major problems of 
the retail trade. Credits are scanned 
more closely than in past years and, 
in consequence, the proportion of cash 
sales in many instances are larger, 
especially in the larger trade centers. 





NEW YORK: 


Unseasonable Weather Slows 


Demand—November Sales Volume 
Only Fair 


New York, Nov. 24. 


HILE November business has 

been rather disappointing to 

both wholesalers and retailers 
of hardware in the metropolitan terri- 
tory, sentiment continues to reflect a 
decided improvement. It appears that 
jobbers will close the year in a fairly 
satisfactory condition and with the 
stage set for gradual improvement in 
1932. Most dealers in the area have 
also weathered the trials of the year 
now drawing to a close in better shape 
than was rather generally anticipated. 
In some scattered instances, dealers in 
suburban sections have reported busi- 
ness for the year just as good or better 
than in 1930. As a rule, however, most 
of the latter stores are situated in resi- 
dential districts populated’ with well- 
to-do home owners whose purchasing 
power has apparently been little af- 
fected by the trend of the times. 

In addition to the adverse factors 
as represented by general business con- 
ditions, the mild weather this season 
has proved a rather serious obstacle 
to the normal flow of winter merchan- 
dise. It has alsc had a tendency to 
encourage the late buying of holiday 
lines. It is the general consensus of 
trade opinion that a rather protracted 
spell of cold weather would probably 
do more to stimulate business at the 
present time than any other single 
factor. The relative stability of the 
price structure has instilled a greater 
degree of confidence in current quota- 
tions as well as in those that have been 
announced for the coming season. As 
a result, dealers and wholesalers are 
buying less cautiously than has recent- 
ly been the rule. 


BUILDING SHOWS GAIN 


The metropolitan New York area 
was one of the three sections in the 
country to show a gain in October con- 
struction contracts, according to the 
F. W. Dodge Corp. Non-residential 
building contracts in the metropolitan 
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New York area, with a gain of $22,- 
000,000 over October, 1930, put the 
month’s total for that district 12 per 
cent ahead. This gain was accounted 
for by the letting of contracts for three 
units of the Radio City project. The 
Middle Atlantic territory showed a 
$23,000,000 gain in public works and 
utilities projects, or a 31 per cent total 
gain over October of last year. The 
October total was $89,518,600 as com- 
pared with $67,483,500 in September. 
Despite the increased construction in 
this district, the demand for related 
building supplies, and _ particularly 
builders’ hardware, has been light, al- 
though some improvement in the de- 
mand has recently been noted and the 
prices on the line are gradually be- 
coming more satisfactory. It is believed 
that the formation of the home credit 
corporation, advocated by President 
Hoover, to relieve the mortgage diff- 
culties on small homes, would be a 
distinct aid in encouraging a more ex- 
tensive home building program. 


DUCK SEASON AIDS 


Long Island hardware stores have 
enjoyed a brisk business in ammuni- 
tion, firearms and decoys, hunting 
clothes and other hunting supplies, 
following the opening of the duck sea- 
son on Nov. 16. Dry spells further in- 
land are said to have resulted in 
larger numbers of water fowl flocking 
to adjacent waters, and hunters are 
making the most of the opportunity. 
The shooting season this year is only 
one month as compared with three 
months in previous years, but the 
abundance of water fowl has encour- 
aged more hunting than in former 
years. As a consequence, many be- 
lieve the volume of business in am- 
munition and hunting equipment will 
not show a decline. 


PRICE INFORMATION 


Prices for the coming season on 
window screens, screen doors, poultry 














Snappy Fall Days 


are electric heater days. 
Display and sell 





Fverhot 


Room Heater 


is setting sales records everywhere. 
It heats—heats like a steam radiator. 
Practica!, safe, convenient and attrac- 
tive. 

Made of furniture steel, 24 inches 
high, 12 inches wide, and 6 deep. Wat- 
tage 1100 at 110 volts. Net weight 10/2 
pounds. Cream enamel finish, $7.50 
list. Walnut grain finish, $8.50 list. 
West of Denver a dollar more. 


Bigger and Better 








The new larger Everhot Cooker has 
proved popular from the start. Large 
enough to cook a whole meal for seven 
adults. 15 inches high, 12 inches in 
diameter. Weighs 14 pounds net. Lists 
for $15 East of Denver. $16.50 West. 


Meat 
Canning 


There’s going to be 
a lot of it done this 
year and that means 
™» continued Conservo 
e™, sales. Keep your stock 

i fresh and complete. 
Cash in on the grow- 
7 ing popularity of meat 
canning by suggesting 
Conservo to your cus- 
tomers. 


i 
THE SWARTZBAUGH MFG. CO. 
Toledo, Ohio 


Suppliers to Leading Electrical and 
Hardware Jobbers 
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Standard “ROYAL CONSORT” 
(No. 1116) one of the famous 
family of Royal Standards 





Complete 
Your Stove 
Department 


No matter how well organized 
your stove department may be, 
it is not complete without elec- 
tric ranges. 


Electric ranges are absolutely 
part of the picture today. 


The trend is towards electrical 
cooking. 

The hardware merchant is a 
logical outlet for retailing elec- 
tric ranges. 


We have facts and figures which 
prove that the hardware mer- 
chant can make money selling 
Standard Electric Ranges. The 
question of servicing need give 
you no worry. Standards are 
practically trouble-proof. 


Let us send you a copy of our 
booklet, “‘What is a Hardware 
Dealer’. Let us send you, also, 
a copy of the newest Standard 
Catalog. It will reveal to you 
many sources of profit on Elec- 
trical cooking equipment—the 
modern type of cooking equip- 
ment for the modern home. 


The 
Standard Electric Stove 
Company 
Toledo, Ohio 
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netting and screen wire have been 
received by local jobbers. The new 
quotations on window screens show an 
advance of about 2% per cent, while 
prices on screen doors are approxi- 
mately 5 per cent higher. Increased 
freight rates on wire cloth were said 
to be the factor making the advance 
necessary. Prices on galvanized screen 
wire for the coming season remain 
unchanged, but prices on bronze, cop- 
per and aluminum have been reduced 
approximately 5 per cent. Whole- 
salers report a growing tendency 
among dealers of specifying No. 16 
mesh as contrasted to former years 
when No. 14 was most popular. A 
new plan for quoting poultry netting 
has been adopted by the leading manu- 
facturers and the old list and discount 
system abolished. Under the new sys- 
tem of pricing, poultry netting is 
priced by the roll. Prices on this 
product remain the same as those in 
effect at the close of the past season. 


A CORRECTION 


In these columns of the Nov. 12 issue 
of Harpware AcE, the dealer discount 
on Lionel electric trains was, through 
error, incorrectly quoted. The prevail- 
ing dealer discount is 331/3 per cent 
on purchases up to $350 list, with an 
extra 10 per cent allowed on orders 
valued at more than $350 list. 


BOSTON 


General Situation Unchanged; 
Toy Buying Is Deferred 


(Boston office of HARDWARE AGE) 
Boston, Nov. 24. 


OT much change in the general 

N hardware situation was noted 
the past week. Wholesale sales 

in the aggregate compare favorably 
with those of a year ago in volume, 
but continue to show a decrease in 
value. Retailers are ordering fre- 
quently, but mostly in small quantities 
and only as necessity requires. In- 
terest in holiday goods is increasing 
and is about on a par with a year ago. 
Some of those New England retailers 
doing business where snow flurries have 
been experienced are purchasing sleds. 
The market for roofing materials is 
fairly good, being helped by liberal ad- 
vertising by one of the largest manu- 
facturers. Recent unseasonably warm 





weather slowed up the movement of 
anti-freezing materials out of stock. 
Window glass sales up to recently have 
been very good, despite the keen com- 
among manufacturers and 
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PUSH -CLID 


Sells on Sight—Fast! 


with this new attractive 4 color 
Counter Display Card.........+. 


(exetan Psu 
"108 jet 
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Order Yours Today 
Put this new attractive 4 color 
display card on your counter and 
watch men and women buy this 
handy Justrite Push - Clip for 
keeping radio, telephone and 
lamp wires off the floor. Clips 
packed in cellophane envelopes— 
8 clips in each envelope—sells for 
10 cents—card carries 36 envel- 
opes in following color assort- 
ment: White, Old Gold, Ivory, 
Dark Brown, Dark Red, Green— 
to match cord or woodwork. Only 
@ 10 cent item—but Oh, how 
it sells! Write for attractive 
ae proposition—TODAY. 


JUSTRITE MFG. COMPANY 
2073-77 Southport Ave., Chicago, I1l. 




















There’s a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales - producing 
methods in HARD- 
WARE AGE each 
week. Make it a 
habit to read your 
business paper 
regularly and thor- 
oughly. 
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wholesalers for business, but in all 
likelihood will taper off from now on 
as the trade is well stocked. 


FUTURE ORDERS 


As for futures, there was quite a 
garden tool business booked up to Nov. 
15, because of special discount induce- 
ments. These discounts have been with- 
drawn. The wholesale trade is taking 
orders for automobile tires with spring 
datings. 

Hockey sticks are moving and some 
ice skates, too, but business is not as 
good as wholesalers would like to see. 


TOY BUYING DEFERRED 


All leading department stores in 
Boston, as well as various other con- 
cerns, have been running toy depart- 
ments full blast for more than a week. 
Liberal advertising in the daily press 
have brought thousands of children 
with mothers into these stores and a 
substantial turnover has resulted. 

The rank and file of New England 
retail hardware dealers, as in past 
years, continue to defer toy pur- 
chases. The argument is that people 
will not have money with which to 
buy toys this year. But they know, 
and everybody realizes, that mothers 
and fathers will see to it that the 
children have one or more toys on 
Christmas morning even if they have 
to go without something else. 

For that reason wholesale houses 
here are urging retailers to. buy now 
and to begin displaying their holiday 
toys. Last year it was not uncommon 
to see scores of frantic retailers in 


wholesale houses a week or so before 
Christmas fussing and fuming because 
they could not get what they wanted 
immediately. 


FREIGHT RATES 


On Dec. 3 next, new freight rates, 
as prescribed by the Interstate Com- 
merce Commission recently, will be- 
come effective. The hardware trade 
generally should be concerned, for 
wholesale firms certainly are. It has 
been a practice among certain manu- 
facturers to absorb freight rates, and 
the wholesale houses are particularly 
interested to know if this policy will 
be continued. 

If the manufacturers do not absorb 
freights, it will probably mean that 
the added cost must be passed along 
to the consumer. In that event, com- 
petition among retailers and whole- 
salers will become just so much more 
keen. The higher rates will not 
amount to much on certain items, but 
on others it will. To illustrate: If a 
retailer buys less than a carload of 
nails he will have to pay 20c. per c.w.t. 
more than heretofore on each keg. That 
20c. might mean the loss of customers. 

The new freight rates are but an 
added burden to the already overtaxed 
New England manufacturer, because 
they deal very largely with finished 
product. The added cost to raw ma- 
terials is inconsequential. With New 
England State and municipality taxes 
excessive, as compared with those in 
States outside New England, and the 
additional freight rates, it may be 
necessary for New England manufac- 
turers to move to some other part of 
the country. 





Corkserew Figures Twisted 


ye peri production in these days 
of prohibition became the subject of 
a droll controversy recently, when an As- 
sociated Press dispatch from Alton, N. H., 
stated that the thirty million corkscrews 
produced annually by the Clough factory 
in that town represented “about 90 per 
cent of the world’s supply of stopper- 
pullers.” 

It was to this assertion that John A. 
Bennett of the C. T. Williamson Wire 
Novelty Co., Newark, N. J., took excep- 
tion. The Williamson company, so it hap- 
pens, also makes corkscrews, and Mr. Ben- 
nett being well acquainted with the extent 
and whims of America’s corkscrew mur- 
ket, could not silently permit an errone- 
ous statement to pass unchallenged. 

In a letter to the Associated Press, Mr. 
Bennett reprimanded the news agency, and 
the following extracts are quoted from his 
letter: 

“Thirty million corkscrews are nowhere 
near 90 per cent of the world’s yearly out- 
put. The C. T. Williamson Wire Novelty 
Company of Newark, N. J., has orders on 
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their books now for over sixty million, 
and expects to produce close on to one 
hundred million within a year. 

“Prohibition United States uses over 
150,000 Williamson corkscrews every day, 
even including Sundays and holidays, when 
corkscrews really became a necessity. 

“And that doesn’t include the left-handed 
corkscrews. Oh, yes, there are left-handed 
corkscrews as well as left-handed monkey 
wrenches, screw drivers and ice picks, and 
a left-handed corkscrew is entirely prac- 
tical, but you must be right or you may 
be left. 

“While your correspondent seemed to 
think that thirty million pullers was a large 
quantity, added to our one hundred mil- 
lion, we still doubt if it is over 25 per 
cent of the world’s yearly requirements. 

“Although the Williamson company is in 
the crookedest business in the world, they 
feel they are accomplishing a moral pur- 
pose. Before corkscrews were produced in 
quantities, a tight cork was the cause of 
much profanity. Today one of William- 
son’s popular numbers is marketed under 
the ‘Don’t Swear’ brand.” 








World’s 
Greatest Combination 
of Protective Features 


Secret 
KYT ARCS 


BRASS CYLINDER 
PIN TUMBLER 


Laminated Steel Padlock 


. (MASTER) 
Wee. 


|) a 


Net for Pack of Six 


Retails for only $122 
Your Jobber has them—ORDER NOW! 
MASTER LOCK CO., Milwaukee 


World’s Largest Padlock Manufacturers 


Miatsiets 


The only Genuine \atiiinfated 
it’s Patented *- 
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The ILCO UNIVERSAL 


w INTRODUCING THE 
POSITIVELY NON-POROUS 
PACKING NUT: -: =: -; 


Srven improvements in door check design 
have been embodied in the new Ilco Universal. They put it at the 
top of the list of all door checks. Go over the specifications of any 
door check in your stock—see if they include these important 
features :— 


1. A positively non-porous packing nut. 
2. Specially designed forged steel connecting rod, to which 


is welded a strip of high tensile strength cold rolled 
steel. 

3. Two adjustments of closing speed. 

4. A solid one piece forged steel crank shaft with three 
point bearing. 

5. All parts designed extra large with a safety factor of 
nearly one number oversize. 


6. New and unusually fine dark bronze finish which may 
be varied to suit special requirements. 


7. Can be mounted on either right or left hand doors with- 
out making any change in the assembly. 


These seven construction features mean seven strong selling points 
for the Ilco Universal. Place your order today —then explain 
the Universal’s advantages to your customers. Ilco’s same high 
margin of profit is offered on this new door check. The Ilco 
Universal is designed, constructed and marketed for your sales 
and your profit. Send your order at once. Be the first in your 
community to show the Universal. 


The non-porous packing nut and forged 
and welded connecting rod are also fea- 
tured in the Ilco Blount type Door Check. 


INDEPENDENT LOCK COMPANY 
FITCHBURG, MASS. 
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LOS ANGELES 


October Marked Turn in Trends— 
Several Signs of Betterment Noted 


Los ANGELEs, Nov. 24. 
OCAL business skies are clearing. For the first time in 
almost two years statistics generally used as trend 
indicators have either held steady or shown substantial 
improvement during October. 


THE BRIGHT SPOTS 


Employment rose over six points on the Chamber Index, 
reaching the highest point since last March. Building per- 
mits went up 11 per cent above September. Bank debits 
also rose 3 per cent over September, in spite of decreased 
financial activity, which was reflected in a 21 per cent de- 
cline in stock exchange transactions. Postal receipts were 
up 14 per cent. 

OPTIMISM NOTED 


Among the important industries there was evident a very 
noticeable optimism, even though this is the inactive season 
in three major industrial groups which usually color the 
local industrial picture: apparel, furniture and millinery. All 
three report factories through with fall business, which was 
very satisfactory, and working on lines for spring showing. 
Motion pictures show an increase of activity, reflected by 
increased employment. Petroleum is showing evidence of 
increased stability through the functioning of the voluntary 
curtailment program. 


OTHER TRENDS 


Agriculture returns very optimistic reports from all 
branches; while prices are generally rather low stocks are 
moving steadily with the market active; crops are good in 
quality. Livestock prices, which have been low for some 
time, are holding steady. Water commerce showed good 
valuation in some major branches. 


CHICAGO 


Better Sentiment Continues— 
Farm Prospects Brighten 





(Chicago office of HARDWARE AGE) 
Cuicaco, Nov. 24. 


NSEASONABLY warm weather must again be men- 
tioned as November’s worst handicap to the retail 
selling of seasonable and pre-holiday lines. The 
underlying sentiment not only remains favorable, but is grow- 
ing in strength, yet the general indexes of trade operations 
still show very little increase in actual activity. The pro- 
longing of open weather has made this fall relatively un- 
usual in its late sales of such items as out-door tools and 
implements, prepared roofing, corrugated steel, and even nails 
and netting—though these gains have done little to offset 
the delayed or lost orders for strictly winter goods. The 
farm areas continue to gain in morale, and in actual ability 
and readiness to spend. Cattle prices in Chicago touched 
a new high on Nov. 10, and prices on livestock and farm 
products in general are looking up. 
A large area of Illinois relies chiefly upon coal for its 
prosperity, and has had hard pickings for a long time. But 
during October, employment, hours and output in Illinois 
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mines have increased, and are now making their best show- 
ing of the year. 
STEEL PRICES STRONG 


All that has been said about the strength of the price 
situation in hardware’s fundamental—steel—may be repeated 
and emphasized. Not only are quotations steady, from large 
and small mills alike, on current average inquiries for staple 
finished steel lines, like bars, galvanized sheets, nails and 
wire, but there is every indication that the most tempting 
tonnages from the largest buyers are not inducing price-cuts. 
Further advances after Jan. 1 on some finished steels are 
being discussed in mill circles, and some are reasonably 
assured. 


CHICAGO MARKET NOTES 


Wire screen cloth prices are announced for the early 1932 
season. The standard 12 mesh black remains at $1.60 per 
100 square feet, the same as during 1931, but is now based 
t.o.b. the leading factory points. 14 mesh galvanized cloth 
is advanced five cents, to $2.05, and 16 mesh galvanized is up 
fifteen cents, to $2.45, per 100 square feet. Copper and bronze 
wire cloth have been reduced about twenty-five cents per 100 
square feet. The wide spread freight allowances made last 
season, have been discontinued, and freight costs will be 
added to wholesalers’ quotations. 

Galvanized poultry netting and hardware cloth are also 
quoted for 1932 selling. On both these lines, prices are re- 
duced about ten per cent from last year’s opening figures, but 
about the same as the more recent competitive market. Net- 
ting is quoted at net prices for each separate size and grade, 
and the old standard list prices, with their discounts, have 
been abandoned. All these lines have been simplified in 
variety of sizes and finish obtainable. 

Screen doors and window screens have been advanced in 
varying amounts ranging from five to ten per cent. It is re- 
ported that the lighter demand during recent years for stand- 
ardized screens and doors, has increased overheads and has 
forced this general mark-up. 

Prices on all of the foregoing lines seem to have firm sup- 
port by all makers and the outlook for steady wholesale prices 
seems very good. 

Manufacturers of prepared roofing and shingles have re- 
affirmed present prices to December 31st, and guarantee their 
prices against reduction over that period. 

All prices on China horse hair, which is used in floor, win- 
dow and counter brushes, have been withdrawn. China horse 
hair and bristles are imported with silver exchange, which 
has advanced very materially in the last six weeks. Further- 
more, serious flood conditions in China have destroyed a great 
deal of shipping, and raw materials from the interior arrive 
at the dressing ports very slowly, which is resulting in a short- 
age for next season’s requirements. There is probability of 
higher prices on floor brushes and counter dusters as soon 
as jobbers’ stocks are depleted. Chicago wholesalers report 
their present supplies are adequate. 

Dealers are showing more interest in their Christmas busi- 
ness, and some very nice toy orders have been placed. Some 
toy factories are working overtime on account of the late 
buying, and a number of them prophesy a shortage in some 
lines, where no reserves have been accumulated. Considerable 
interest also is being taken in wheel goods, especially wagons 
and velocipedes. 


September Paint Sales 
Show Decline from Year Ago 


Statistics furnished to the Department of Commerce by 
588 manufacturers indicated that the September sales of 
paint, varnish and lacquer products amounted to $21,921,225, 
as compared with $28,176,933 last year and $36,513,760 in 
1929. 
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ERE IS THE 


vw~STRONGEST ee 
~ MOST ATTRACTIVE 
~ HIGH PROFIT .-. 


PADLOCK VALUE 





CROMO 


w A NEW CHROMIUM PLATED 
w PIN TUMBLER PADLOCK 


Tus is real news! A strong padlock, 
non-rusting, die cast alloy case, case hardened steel 
shackle, unit type cylinder, sliding brass bolt. The 
one-piece padlock body is beautifully polished . . . 
and chromium plated. A tremendous value, a real 
opportunity, and it’s backed by the Ilco guarantee 
for high quality and exceptional service! 


The Ilco Cromo is shown here actual 
size—114”. It will be supplied to you with two 
cylinder keys of milled nickel silver. It is attrac- 
tively packaged, designed for quick sales and high 
profits. 

Display Ilco Cromos in all parts of 
your store, and watch them ring up sales. Order 
yours today from your supply house. Don’t wait 
until everyone has Cromos in stock. Be the first 
on deck. Attract new customers with the Ilco Cromo. 


INDEPENDENT LOCK COMPANY 
FITCHBURG, MASS. 
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(Cleveland office of HARDWARE AGE) 
CLEVELAND, Nov. 24. 


HILE sentiment has improved 
W in the hardware trade, this has 
y not yet been reflected in any 
noticeable gain in business. The ad- 
vance in grain prices is expected to 
prove a favorable factor in stimulating 
business with merchants in the rural 
districts. The unusually warm weather 
that has prevailed recently has tended 
to retard the sale of winter merchan- 
dise and particularly all kinds of heat- 
ing equipment. Little interest is being 
taken as yet in holiday merchandise. 


OCTOBER SALES GAIN 


Sales by hardware jobbers in the 
Fourth Federal Reserve Bank District 
during October gained 4.1 per cent 
as. compared with September, as is 
shown by reports from 15 wholesale 
dealers. The volume of sales from 
January to October inclusive in this 
district, which includes Cleveland and 
Pittsburgh, declined 22.2 per cent as 
compared with the same period a year 
ago. Jobbers’ stocks were 10 per cent 
lower than in October last year. In 
comparing recent volume of business 
with the same period a year ago, con- 
sideration, of course, should be given 
to the fact that lower prices have 
tended to reduce the aggregate- sales 
based on dollars and cents. One of 
the leading Cleveland jobbers sold 
more merchandise in tons in August, 
September and October than during the 


Portable Aeriet 
With Humidifier 


The Air-Way portable 
electric Aeriet, model 
EHP, washes, humidifies, 
circulates and cools or 
heats air in any room 
equipped for electric ser- 
vice. It is a combination 
of portable motor-driven 
electric heater and hu- 
midifier, built integrally 
into one light unit. Heat- 
ing element is of non- 


glowing type, through’ which the air is driven by specially 
designed fans into an upper compartment where rotating air- 
washing baffle completes air condition process. Each function 
may be independently operated. Control switch provides high 
Heating elements are Chromalox, steel 


and low capacities. 


enclosed, non-oxidizing blackheat nickel resistors. 
is of welded steel, 224% x 19%4 x 71% in. 
The Air-Way Electric Appliance Corp., Toledo, Ohio, is 
List price is approximately $44.50. Dealer dis- 


the maker. 
count is 40 per cent. 
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Better 
Several Price Changes Are Effective 


same months last year, although this 
company’s dollar sales were lower. 


WINTER LINES 


Generally there is not a great deal 
of activity in winter lines. Demand for 
skates has become fairly good and 
some sleds are moving, but snow 
shovels are quiet. Orders for glass 
baking ware and mountings have im- 
proved. Electric clocks are still active 
and business in these is being stimu- 
lated by bargain prices that are being 
offered on discontinued models. Heavy 
sales of binder twine have been sold 
for next season, business in this hav- 
ing been stimulated by the recent price 
reduction. One jobber has already sold 
more binder twine for next year than 
it sold for the entire 1931 season. 

With the rabbit hunting season in 
full swing, shells are moving in good 
volume. Other lines of sporting goods 
are quiet. While there has been the 
usual seasonal decline in the demand 
for automobile tires, orders for these 
are still fair. Warm weather has in- 
terfered with the sale of alcohol and 
anti-freeze solutions. 


PRICE REVISIONS 


Several price announcements on im- 
portant items have come out. Prices 
on poultry netting, wire cloth and 
screen doors and windows, have been 
announced for next season. A new 
method of quoting prices on poultry 
netting has been adopted. Instead of 





Bee Hive 
Fuel Saver 


bustible contents. 


Cabinet diameter. 


Finish is walnut. 


no moving parts. 


Trade 


The Bee Hive Fuel Saver 
is designed to preheat the 
draft air in the furnace and 
equalize combustion by burn- 
ing the gas, instead of per- 
mitting it to go up the chim- 
ney, according to the maker. 
It is said to create an air 
space within the fuel bed, 
heating air almost to an ignit- 
6 ing temperature, allowing free 
a mixture of gas and hot air, 

thereby increasing the com- 
List price 
is $22.50, for installation, or 
$20.00 for unit itself. Dealer 
discount is 40 per cent. 
water heating plants having fire pit not exceeding 36 in. in 
The distributor, The Bee Hive Fuel Saver Co., 
10 N. Clark St., Chicago, Ill. states that it will increase 
capacity of furnace 50 per cent, maintain an even tempera- 
ture, save coal and leave less ashes and no clinkers. 





Sentiment Exists; 


selling this at a discount from list 
price, it will hereafter be sold at a 
net price per roll. The new prices 
represent a decline of about 5 per cent. 
Jobbers quote 4 ft. high, 19 gage, 2-in. 
mesh poultry netting, galvanized after 
weaving, at $2.87 per 150 ft. roll; 4-ft., 
20-gage, l-in. mesh poultry netting is 
$5.65 per roll. 

Galvanized wire cloth in 14 and 16 
mesh is reduced about 5 per cent and 
bronze wire cloth is also lower. Black 
and galvanized in 12 mesh are un- 
changed. Jobbers quote 12-mesh black 
wire cloth at $1.60 per 100 sq. ft.; 
12-mesh galvanized at $1.70; 14-mesh 
galvanized, $2.05; 16-mesh galvanized, 
$2.45; 14-mesh bronze, $4.55; 16-mesh 
bronze, $4.75. Galvanized hardware 
cloth is unchanged at $2.75 for the 
2 x 2 in. base size for mill shipments. 
Prices on the cheaper grades of screen 
doors and windows have been advanced 
about 5 per cent. A reduction of 2\%4c. 
per 100 lb. has been made in the local 
price of black steel pipe, a result of 
the recent reduction in short haul 
freight rates. This reduction amounts 
to about 5c. per 100 ft. for l-in. black 


pipe. 


COLLECTIONS 
There is apparently very little 
change in the collection situation. 


Collections are still slow and quite a 
few retailers find it necessary to ask 
for extensions. 





PATENT APPLIED FOR 


It may be used for hot air or 


It has 


HARDWARE AGE 














.. .Sell them one'set 
ond you sell them for 
all 


heir furniture... 

















Profits — Sales 
Repeat Business 


One set of “AcMES” 
sells another set. Cus- 
tomers who once use 
these casters invaria- 
bly return for more. 





T’S the ball bearing feature that makes 
“AcMES” the outstanding casters of the 
hardware trade. “AcmEsS” roll along in any 
direction—smoothly, easily, without effort or 
noise. Floors, rugs or carpets are never in- 
jured or marred. Here is the modern caster 
for modern homes. Let us send you a sample 
together with prices. 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE NEW YORK 
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MEET 
OW-PRICED 
OMPETITION: 


With the MERIT 
GRASS CATCHER 


(Made by ‘Nc-W ) 
\WV HERE price is the 


main factor in secur- 
ing grass-catcher business 
show the Merit line—made 
by the Nox-All people and 
an outstanding value by any 
standard. 














Merit Catchers 
Nos. 1501 and 1502 


(White or Striped 
Duck) 


Made with heavy steel 
galvanized wire, round 
back frame. Frame 
folds flat against heavy 
galvanized iron bottom 
for convenient  ship- 
ping. Steel hooks hold 
Catcher in position. 


\ Merit Catchers 
Nos. 1508 and 1509 


(White or Striped 
Duck) 


Same materials as used 
in Nos. 1501 and 1502 
above. Fitted with im- 
proved stationary han- 
dle attached so_ that 
entire handle is within 
the catcher. Rigidity of 
handle reinforces 
frame. 


Distributed Ex- 
clusively Through 
Hardware Jobbers 

to the Trade 


Write for Catalog 
and Prices 


Made Only by 


CANVAS PRODUCTS CO. 
1240 South 7th St., St. Louis, Mo. 


Pacific Coast Representative 
E. C. WARD CO. 
452 Wilcox Bldg., Los Angeles, Cal. 
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AN ECONOMICAL GIANT 


KIMBALL 
ELEVATORS 


Rugged, compact 
and efficient, these 
light Electrics 
come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. 








Tell us the task 
you wish it to 
perform and we 
will give data 
on machine you 
require. 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


. 1205-19 Ninth St. Council Bluffs, Ia. 
5AA 














LA 


& SESSIONS CO. 


CLEVELAND, OHIO 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 











Make Your Wants Known 


If it’s Hardware you have for sale or want 
to buy—make your wants known in Harp- 
ware AGg, the “News-business” paper of hard- 
ware retailers and wholesalers all over the 
United States. 


Harpwakre AGE will bring buyer and seller to- 
gether at minimum cost. 





















The Merry-Go-Round 


(Continued from page 23) 


The business world today is between the grind- 
stones. Everything is being tested. The water and 
the bunk are all being squeezed out. We are all 
going through the test of the fiery furnace, but when 
it is over those who survive will be stronger and 
better men. 

The changed times are creating some new jobs. 
A friend of mine who was the head of a large busi- 
ness, having accumulated a surplus, decided to de- 
velop a business of his own. He is not an efficiency 
man. He is not an engineer, But where concerns 
are not doing so well, where something seems to be 
wrong, they have been electing him a member of 
the Board of Directors. He has no regular job. He 
just gets the reports of the business, studies them, 
walks around the place, and then figures out what 
should be done. What changes should be made. 
Then he submits his reports to the Board of Direc- 
tors. You see, the trouble with a great many busi- 
uesses is the fact that everybody in the business is 
so busy with details that no one has any time to 
size up the whole show, or to do any real con- 
structive thinking. Most “business men devote their 
lives to a constant battle to keep the mail cleared 
off their desks. 

This friend of mine, not having any regular job, 
does not receive any regular mail. He watches the 
show go by. He checks up. He has even been 
known to get competitors to get together to talk 
over, not prices, God forbid, but some of the things 
that are being done in the industry. He tells me 
for instance that in visiting a factory and sizing up 
their inventory, followed by a study of the consump- 
tion of one particular item in the United States 
which they manufactured, he discovered that this 
manufacturing concern had in their warehouses 
enough of this one item to supply the entire United 
States for several years, and they were still merrily 
manufacturing, figuring how cheaply they could 
make the goods, and how many they could turn out 
with improved machinery. The head of this par- 
ticular factory had his mind set on mass production, 
but he had never taken the time and trouble to study 
just how many articles of this one kind were con- 
sumed in this country. As a result of this gentle- 
man’s logic, facts and persuasiveness, the various 
manufacturers making this one item have declared 
a moratorium on manufacturing for two years, un- 
til the accumulated inventory has been used up. 

Some day, someone like the author or authors 
of the “Washington Merry-Go-Round” will write a 
merry-go-round of American business. 
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Waker Anorin GRIFFIN HINGES 


The Waldorf-Astoria Faultless caster 
has a large wheel and is made of 
special composition, said to be easy on 
floors and rugs. Broad wheel elimi- 
nates much of the wear and conse- 
quently decreases maintenance costs. 
It has a hole for lubricating at the 
hub and is so constructed that it turns 
at a touch. Faultless Caster Co., Evans- 
ville, Ind., is the maker. 








G.E. Oval BX Cable and Oval Tubing 
The General Electric Co., Schenectady, N. Y., has an- 


nounced two additions to its line of wiring materials: oval 
tubing and oval BX cable. Oval tubing is a thin-walled, rigid 
metal raceway designed for under-plaster extension installa- 
tions in walls and ceilings. It is installed by cutting a groove 
in the plaster, inserting and fastening the tubing, and cover- 
ing it “with'a layer of plaster. Specially designed toggle 





with a loop securely holds the tubing in place. It may be 
used in direct connection with rigid.conduit by joining it to 
the conduit with one fitting. Tubing provides an ideal ex- No. 220 Size of Butt— 33g x 3% In. 
tension for any existing type of raceway, and may be inter- 
changed with any other wiring system. Oval BX cable 
incorporates all the features of BX cable plus its oval shape, 
a factor which makes it particularly adaptable for all exposed N lo vely h omes 
or surface wiring. Oval cable nestles into the plaster without 


the need for channeling the walls and ceilings, and fits snugly wh ere de ta ils mean so m uch 


around corners and projections. 


Movie Maker | =¢ GRIFFIN Ez 


Camera 


The Vitascope 
Corp., 200 Fifth 
Ave., New York City, 
makes the Movie- 
Maker motion picture 
camera listing at $10. 
It has case of heavy 
grade metal _ with 
crackle finish in 
black, waist level 
camera type finder, 
Wollensak, universal 
focus lens, barrel 
type shutter, inter- 
mittent two claw grip 
and_ sprocket feed 
and take-up com- 
bined. Automatic 
take-up spring is of 
belt type, standard 
design. Camera drive is hand-cranked. All metal working 





HINGES 


are found--because they com- 





bine sturdy, practical quality 
with precise uniformity and 


superior finish. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 














parts are of stainless steel and brass. Self-centering film Mvisiats Gillies 
pressure plate is removable and easily cleaned. Capacity is NEW YORK: 45 WarRreN St emiten: 013 Hehtenee te 
50 ft. standard 16 mm. film. Weight is 21% Ib. CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 MaRKErT St. 
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Sand’s-Stevens No. 555 
Line and Surface 
Level 


Sand’s Level & 
Tool Co., 8631 Gra- 
tiot Ave., Detroit, 
Mich., offers the Sand’s-Stevens line and surface level, made 
of hard drawn aluminum of hexagon shape. It weighs less 
than one half ounce, is easily removed from the line; but the 
maker states that it is practically impossible to shake it from 
the line after once putting it on line for working. Clips are 
of nickel silver. Level vial is filled with a green liquid 
known as a cat’s eye glass. Chemical matter is added to the 
alcohol to make the glass fast and accurate. List price is 50c. 











Justrite Combination Headlight and Lantern 


The Justrite Mfg. Co., 2061 Southport Ave., Chicago, III., 
makes the Justrite No. 99 combination electric headlight 
and lantern. Headlight weighs only 5 ounces, while com- 
plete unit of headlight and lantern, with 6 batteries, weighs 
2 lb. 10 oz. It may be used with 2, 4 or 6 batteries, with 
2% volt bulb. This combination may be changed from head- 
light to lantern or back in ten seconds. For headlight use, 





PAT. PENDING 


battery case is placed in pocket or slipped on belt, and head 
band is slipped on head or over cap or hat, leaving both 
hands free. This combination has adjustable focus and is 
equipped with extra emergency bulb. List price is $4.00 
less batteries. Dealer discount is 40 per cent. 





Hoge Electric Clocks 


The Hoge Mfg. Co., Inc., 23 
E. 21st St., New York City, 
offers Hoge synchronous electric 
clocks. No. 60, 8 x 8 in. has 
5% dial, convex crystal and is 
chromium plated. Nos. 50G, 
50B and 501 are finished in 
green, blue and ivory pastels, 
respectively, with chromium 
bezels and convex crystals. The 
four models described operate on 
105-120 volt 60 cycle a. c. These 
, clocks have ball bearings under 
all shafts and self-oiled bearings made of special graphited 
linen based Bakelite. 


Eveready Pocket Light 
and New Model Candle 


A candle, mechanically and electrically 
similar to the original Eveready candle, and 
a novel pocket light, of attractive design, 
are offered by the National Carbon Co., 
30 E. 42nd St., New York City. The 
Eveready French Colonial electric candle 
has an automatic light when lifted, steady 
light when standing and a permanent shut-off position. It 
has seamless brass ivory lacquered tube properly shaped to 
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hide the threaded lamp base. Entire base section is die cast 
of fine quality Dura Silver alloy, finished in satin-silver gleam, 
with attractively shaped handle. Acid frosted pear shaped 
Eveready lamp No. 1173 is used. List price with batteries 
is $2.25. Dealer cost, in unit package quantities, is $1.33. 
The Eveready pocket light fits conveniently in vest pocket 
or a woman’s purse. All rays of light from the lamp filament 
are diffused through a translucent lens occupying full top 
end of the case. It is controlled by a button in the face of 
the case, lens automatically rising about 3/16 in., completing 
electrical circuit. Depressing of lens shuts circuit. Buffed 
French enamel of contrasting black and red colors fill the 
depressed sections on front and back of case. List price is 
$1.00, complete with batteries. Dealer cost in unit package 
quantities is 55c. 


Belden Adda-Outlet 


The Belden Mfg. 
Co., 4689 W. Van 
Buren St., Chicago, 
Ill., has announced 
a method for adding 
wall outlets around 
the room. Belden 
Adda-Outlet system, 
as it is called, con- 
sists of a  five-foot 
master unit which 
plugs into the origi- 
nal wall outlet. One 
or more extension units may be added to the master unit 


and to each other as needed. Each unit provides one addi- 
tional outlet with a five-foot extension. One screw through 
the center of the outlet holds each unit in place. Hooks are 
provided for guiding the cord and turning corners. Dealer 
discount is 40 per cent. The No. 1730 Belden Adda-Outlet 
5-ft. master unit lists at 85c., while No. 1731 Belden Adda- 


Outlet, 5 ft. extension unit lists at 75c. 





1932 “True Temper” 
Rod Line Improvement 


The American Fork & Hoe Company, Cleve- 
land, Ohio, in announcing their 1932 “True 
Temper” Rod line, point to important im- 
provements and added sales appeal that has 
been given to three lower priced numbers. 
The round section straight taper rods, series 
RC, made to retail at $3, and the square sec- 
tion straight taper series O rods, made to re- 
tail at $3.85, have been fitted with a new han- 
dle of superior construction without any in- 
crease in price. This is a die-cast tubular 
aluminum handle, light in weight but of ex- 
ceptional strength. The tube extends the full 
length of the handle. The double grip is made 
of ringed cork. Reel seat is die-cast into the 
tube and the reel lock band is equipped with 
finger-hook. 

The number RC series rod is finished in buff 
enamel with a black stripe at the windings, 
and the number O series rods in olive drab 
with a bright orange stripe at the windings. 
Another number in the series which has been 
improved in appearance is the Oxford rod 
with the No. 105 series, which is being fin- 
ished in black enamel and has a bright red 
stripe in the windings to increase its attrac- 
tiveness to the angler’s eye. Suggested retail 
prices range from $3 for the RC series to $15 
for the “True Temper” Toledo rod. 
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A NEW EDLUND 
CAN OPENER 


No. 4W-Wall Attached Style Retails for 
No. 4T-Table Attached Style $1.50 


This latest addition to the 
Edlund line of quality prod- 
ucts has many notable im- 
provements — lower priced — 
more compact — more attrac- 
tive—and yet includes all the 
features that have made 
Edlund can openers and egg 
beaters the yygie arracHeD STYLE 

stand- 
WALL ATTACHEDSTYLE ard of 
Wall bracket is made in . . 
two parts—opener may quality in 
removal from wall com- . 
pletely. kitchen 
utensils. A guaranteed can 
opener that is a valuable addi- 
tion to the field of kitchen 
equipment. Opens any can— 
round, square or oval — large 
or small. Cuts the top out, 
leaving an absolutely smooth, 
safe edge. Attractively packed 
in individual boxes. 


From Your Jobber or Direct 


EDLUND COMPANY 
BURLINGTON, VERMONT 





Dont worry about 
too much pressure 
when youre oe 


In Constant Demand || AMERICAN 


Blaisdell SCREWS 
PEN CILS Pixeomcan SCREWS 


Blaisdell Builders No. 660 is the are made to be driven in as 
famous number that most Car- hard as you want to. 

penters and Builders prefer to all 
other pencils for clear, rapid 
marking. Its bright Red finish 
catches the eye. 





















MICSIOSY 1-76 L ( 


The slots are made to stand 
the strain of a screw driver 
bit even if used in a brace... 
The gimlet points are sharp 
and the threads clean cutting. 
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Blaisdell No. 792-T is used by 
Hardware dealers and _ other 
storekeepers for marking prices, 
etc., on tinware, glass, aluminum, 
china, agateware and all polished 
surfaces. NEW STRING feature 
eliminates use of knife to cut 
strip before unwinding. Keep 
stocked on these popular sellers. 
Order from your Jobber. 
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Your customers can do any job 
better with American Screws 


WOOD TIRE STOVE 
SCREWS BOLTS BOLTS 


AMERICAN SCREW CO 


a PROVIDENCE,R.I.,U.S.A. 
La isede ff Se ane one, ” WESTERN DEPOT,225 WEST permanence. x 
horarded Gold medal Seaqui-Centemnialsqa6|| Fut Mt Together With Screws 
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“ IT ’S COATED” 
Profitable ss wWeewsing 
Clean 
Easily 
Handled 
Attractive 
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There is no shrinkage cost in handling Seal Kraft 
rose bushes. If you buy a gross you have a gross 
to sell. Seal Kraft rose bushes are hardy. They 


are alive. They are guaranteed. 


The Seal Kraft process gives you the benefit of 
a revolutionary development in rose mer- 
chandising. Write now for additional informa- 
tion on Seal Kraft nursery stock and for a sam- 
ple rose plant. 


C. E. WILSON & COMPANY, Inc. 
Dept. Al Manchester, Connecticut 
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There are many USES for shovels. 
Be sure the shovels you sell FIT 
the purpose intended. Indiana 
X-TRA Quality Shovels are 
not only made in patterns for 
every requirement, but each 
shovel is made of specially 
processed, tough, wear-re- 
sisting Implement Steel, 
developed by us from 
long experience to 
best serve the partic- 
ular ~ it has to 
0. 


Ask Your Jobber 


1S 
OLL sTeEL & P 


THE 


NEW 
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Kit-Haxaw Handy Set 


Georges Picard Co., Inc., 105 Water St., New York City, 
offers the Kit-Haxaw, a free end rigid hack saw made from 
special alloy steel. The Handy set (No. 3) comprises blade, 
two spare blades and handle. Teeth are milled and set. Set 
is available with either cast aluminum alloy handle or steel 


ACTUAL SIZE 10" OVERALL; BLADE is" THICK. 


handle. Overall size is 10 in., while blade is 1/32-in. thick. 
The Kit-Haxaw may be used to cut cables, wires, pipes, tubes, 
bakelite, rivets, bolts, plaster, sheet metals, tool-steel, etc. It 
is especially designed for use in places hard to get at. List 
price of No. 3 set is $1.00. List price per dozen blades is $3.60. 


ICA Universal Companion Receiver 


The ICA Universal Companion radio receiver is designed 
for operation on either a. c. or d. c. current of 105 to 125 
volts or with 6 volt storage battery and 135 volts B battery 
power. Circuit employs one stage of screen-grid tuned r. f. 
amplification, using type 236 tube, screen grid power de- 
tector and power pentode stage using 238 pentode. A type 
237 tube is employed as rectifier. There are two socket 
receptacles mounted on panel, marked for either line voltage 
or battery use. Plug is inserted in proper receptacle for 
desired power supply. Compact loud speaker is furnished 
as part of the receiver. Insuline Corp. of America, 23 Park 
Place, New York City, is the maker. 





Purolizer 


For elimination of ice box or refriger- 
ator odors, the Refrigerator Accessory 
Division, Radio Sight & Sound Corp., 
230 N. Michigan Ave., Chicago, IIl., 
offers Purolizer. It works automatically 
and requires no attention. The maker 
states that Purolizer will work satis- 
factorily in all boxes up to 7 cu. ft. 





Its use is said to prevent food fsom spoiling, tainting or 
flavoring one another. List price is $1.00. Dealer discount 
is 40 per cent. 





Mirro Chromium 
Plated Percolator 


A chromium plated Mirro 
aluminum percolator in Gre- 
cian design is offered by 
Aluminum Goods Mfg. Co., 
Manitowoc, Wis. No. 9442-M 
is a 9-cup utensil having a 
double wall valveless pump 
which covers the emersion 
type element. Liquid is at 
boiling point only while it 
is passing through the pump. 
The 110-volt, 400 watt ele- 
ment is built of high grade 
nickel chromium resistance wire. List price in the East is 
$5.95. Dealer cost is $47.60 per doz. Percolator is guaran- 
teed for a year. 
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Marble Sights Suited for Remington Rifle 


Marble Arms & Mfg. Co., 
Gladstone, Mich., suggests 
several Marble sights as be- 
ing suited to the new Rem- 
ington Model 33 .22 caliber 
single shot bolt action rifle. 
The sights suggested are: 
Marble’s flexible rear sight, 
list $4; Marble’s Simplex rear 
sight, list $2; Marble’s ad- 
justable leaf sight, Marble’s standard sight, Marble’s im- 
proved reversible sight, and also Marble’s VM and Sheard 
Gold bead front sights. 








Improved Rid Jid 
Ironing Tables 
‘fhe: J. R. Clark 
Co., Minneapolis, 
Minn., offers im- 
proved Rid Jid iron- 
ing tables. Former 
models were 
equipped with one 
Hickey leg, which 
was supported by a 
cleat on the under- 
side of top when set up. The improved model has a double 
hickey and is equipped with an automatic pail handle fea- 
ture. There are two numbers, the Regular and the Royal. 
The Regular model is finished in natural wood, each table 
wrapped in paper and tied two in the bundle, while the Royal 
model has the water-proof and warp-proof top finished in 
gray with green hardware and legs, each table being packed 
individually in the carton. Royal Rid Jid has red rubber 
boots on its feet. Standard size has 15 in. by 56 in. top, but 
is also available in the kitchenette size, 13 in. by 44 in. top, 
but without automatic feature. The Regular Rid Jid is avail- 
able in the same sizes as the Royal, the kitchenette size, being 
without automatic equipment. Wood has natural finish. 











“Hisey” Heavy Duty 
Snagging Grinder 


The “Hisey” heavy duty 
snagging grinder is said by 
the maker, The Hisey-Wolf 
Machine Co., Cincinnati, 
Ohio, to be a radically dif- 
ferent machine in that it 
affords independent speed 
control for each wheel. 
This permits the operation of both wheels at the most effi- 
cient and economic speed. It is manufactured for 20, 24 and 
30-in. grinding wheels, either high speed or vitrified with 
spindle speeds to correspond. Ball bearings or Timken roller 
bearings are optional. Drive is through V belts and any stock 
power motor can be used. Automatic belt tension adjust- 
ment eliminates motor adjustment. Steel plate riveted guards 
with exhaust connection and bayonet type doors are standard 
equipment. Steel spark arrester is firmly held in box type 
of slide and equally adjusted to rear of wheel. Spindle is 
of chrome nickel steel. Wiring is encased in Flex-Steel con- 
duit and fittings. Sturdy steel tool rests provide ample ad- 
justment. 
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Spring Hinges of Quality 


-(CHICAGO)— 
SPRING HINGES 
Check (“ ) These “‘Triplex’’ Features 


1. No joints where metal of the 
barrels continues as the con- 
necting web. This avoids expos- 
ing springs to moisture, which 
would cause rust and breakage. 





2. Entire body, composed of bar- 
stall elites ta Tit rels and connecting web, is made 

Without Joint from one continuous piece of 
metal formed so web has three 
thicknesses and barrels only one 
thickness. 


3. Lock washer holds ball tips 
securely in place and preserves 
appearance of hinge. Every 
owner wants his building to ap- 
pear well kept. 








Ask for “Triplex” Spring Hinges. 
They are internationally known. 


Chicago Spring Hinge Company, 
CHICAGO _ NEW YORK 
77 














W..: handicap your 
business with old fashioned 
fixtures — when scientifically 

Ww LOWBR 


designed NE 
PRICED Heller Display Equip- 
— meze boa own way? 

at’s just what we mean— S 
pays its own way. For now has it been SO casy to 
you can pay for hong improve- e t ith 
ment out of income instead of 
out of —— You can a equip your store WI 
on an extremely easy monthly ° b 
payment plan, and let the sales display equip- 
equipment make its own pay- 


ments. (That’s why we say ; ‘ 
that never before has it been ment. Read this offer 
so easy to re-equip your store 





with Heller equipment. Hard- . 
ware men all over the country ¢ 
are taking advantage of this zl 

offer. If you answer this ad 


today, we will send you a 
copy of our new catalog, and 


time to install ‘these moner- = W. C, HELLER & CO. 


making fixtures before the 


holiday rush begins. But act 

now. Just tear out ad, write 700 Bryant St. 

your name and address on Montpelier, Ohio 

margin and mail today. No 

obligation, of course. New York Office: 30 Vesey St., Suite 500 
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Brown & Sharpe Spiral Two Lipped 
End Mills—Straight Shank 

A line of spiral two-lipped end mills—straight shank—has 
recently been announced by the Brown & Sharpe Mfg. Co., 
Providence, R. I. These end mills with 
spiral teeth, having greater cutting 
areas, are very desirable for certain 
types of operations and should increase the cutting efficiency 
of the end mill, says the maker. They are furnished in high 
speed steel, both right and left hand, and are made in com- 
plete range of sizes. Circulars illustrating these end mills, 
and listing sizes and prices, can be obtained from the maker. 








“X” Radiator 
Anti-Freeze 


The “X” Laboratories, 25 West 
Forty-fifth Street, New York City, 
offer “X” Radiator Anti-Freeze for 
winter driving protection. The maker 
states that one filling lasts all win- 
ter, that it contains no alcohol or 
water and that it does not evaporate. 
Complete directions on can; also 
charts showing correct quantities to use in different makes 
of cars. This product is packed in gallon, 34-gal. and 14- 
gal. cans. Suggested retail selling price is $3.75 per gallon. 
Dealer discount is 40 per cent in lots of 72 or more cans, 
or 33 1-3 per cent in lots of 71 cans or less. 











Kingsbury Electrically Lighted Coupe No. 444 

The Kingsbury Mfg. 
Co., Keene, N. H., 
offers a line of five 
toy automobiles with 





electric head and 
tail lights. The line 
includes roadster, 


coupe, cabriolet, brougham and sedan models, with rubber 
tires. Each model is 14 in. long. [Illustration shows the 
No. 444 electrically lighted coupe. This model lists at $3 
each. 





Remington Kleanbore 
Hi-Speed .38-44.S & W 
Special Cartridge 

The .38 Special is the 
most widely used revolver 
cartridge on the market today. When Smith & Wesson 
developed their new .38-44 S & W Special Revolver, they 
came to Remington to develop a .38 Special Cartridge of 
higher velocity and accuracy, superior to anything on the 
market and capable of delivering greater penetration and 
a much more powerful blow. This new cartridge is said 
to give 63 per cent more power, 28 per cent higher velocity, 
and 60 per cent greater penetration. Muzzle Flash has been 
eliminated in 4-in., 5-in. and 6-in. barrels, due to the special 
smokeless powder used, a very important feature because it 
improves the shooter’s accuracy and makes him less conspic- 
uous as a target in any return fire. Cartridge is made with a 
specially designed and much stronger brass shell. The Klean- 
bore primer gives fast, snappy ignition and also prevents rust, 
corrosion and pitting in the barrel. Cartridge has the Rem- 
ington Oil-proof feature. The Remington Kleanbore .38-44 
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S & W Special cartridge will be supplied with Metal Point 
bullet only. Remington Arms Co., Inc., New York City, is 


the maker. 





The Delta Challenger 
Focusing Pocket 
Lantern 


The Delta Chal- 
lenger pocket lantern 
is of focusing type 
and is said by the 
maker to have a 500 
ft. beam. It operates 
on two standard 114- 
in. flashlight cells. 
Weight with batteries 
installed is 114% oz., 
while size is 234 in. 
x 334 in. x 1% in. 
It is finished in red, baked on enamel with special hard 
durable surface, which the maker, Delta Electric Co., Marion, 
Ind., says will not mar, chip or scratch. Switch is identical 
with that furnished for dome lights for various cars. Re- 
flector is 2-in. diameter parabola and is silver plated. Cor- 
ners are rounded. Back handles, for belt, hand or table use 
are equipped with bend for hanging on nail or button. 
Focusing is accomplished by turning on switch, opening back 
and screwing bulb in or out until proper spot is secured. 





Horrocks-Ibbotson Spinner... , 
and Princess Model Rods 


The Spinner rod, made by 
Horrocks-Ibbotson Co., Utica, 
N. Y., is a ruggedly built rod 
for hard use and is construct- 
ed especially for Spinner fish- 
ing in large streams. It may 
also be used as a dry fly rod. 
Other features are chrome- 
plated ferrules and reel seat, 
well-formed solid cork handle 
and carbon steel snake guides 
and tip top. Length is 81, ft., 4 
weight is 75 oz. It is avail- 
able in 8, 84%, 9 and 94% ft. e 
sizes. Suggested retail price 
is $15. The same maker of- 
fers the Princess rod, listing 
at $12. The Princess rod is 
a two-piece fly rod, designed 
for the fisherman who wants 
a more even action in his 
rod. Elimination of one set d 
of ferrules makes this possi- 
ble. It is adapted to the 
smaller trout stream where a q 
three-piece rod would be a 
hindrance. Features are: 
chrome-plated ferrules and 
reel seat; well-formed, solid 
cork handle; carbon steel 
snake guides and tip top. 
Length is 7 ft., while weight 1 
is 314 oz. Hexi-Super-Cane 
is used for the making of 
both models. Both models are whipped with purple and 
white windings. 
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You can sell one to almost every home. 
ommends them. More 


ing heavy basket or taking a single step. 


soiling clothes. 
proof metal parts. 
best cotton line. 

Three sizes to hold 100, 115 and 150 ft. of line. 
lawns, balconies and roofs. 


Liberal profit. 


Attractively painted wood parts. 


Send for folder and prices. 





HILL Clothes Dryers Are in Demand 


Every housewife rec- 
than a million satisfied users. The HILL 
Champion permits housewife to hang every piece without mov- 


Revolving arms bring every part of drying space within arms 
reach. No props to bother with. No danger of line breaking and 
Easily erected anywhere. Removable top. Rust- 
Strung with 


Other styles for 


Hill Clothes Dryers Co., Inc., 40 Central St., Worcester, Mass. 


N. Y. Distributors: Herman Kornahrens, Inc., 111 Murray St. 











REAL FILE VALUE 
is represented by the 


NICHOLSON 
and 


BLACK DIAMOND BRANDS 


NICHOLSON FILE COMPANY 


Providence, R.1., U.S.A. 
gHOLSo A FILE iin. 
a | a 
USA. FOR . 
roe tame EVERY — 
Providence Factory PURPOSE Philadelphia Factory 


NICHOLSON FILE CO. 


G. & H. BARNETT CO. 














Enameled 

Kitchen 

Sink Set 
Retails 


$1 .00 


Regular $2.00 Value 











DEAL CONSISTS OF—2 Doz. 10 Quart Oval Dish Pans. 
2 Doz. 10 Inch Heavy Sink Strainers. 


Ask Your Jobber 


UNITED STATES STAMPING COMPANY 
Quality Enameled Ware Moundsville, W. Va. 
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| POULTRY SUPPLIES 


MOE’S INSULATED 
CLEANABLE 
POULTRY WATERER 


Especially designed for cold 
weather, but a fine fountain for 
all seasons. The insulated top 
section telescopes snugly over 
the water container and le easy 
to fill and keep clean. One of 
the many popular items in Moe’s 
Line of Poultry Equipment. 


Write for New 72-Page Catalog 


HOEFT & COME ANY 


2305 Davis St. Me ANY ill. 














The sweeper that pays you a profit and 
satisfies your customers 


BISSELLS 


With ‘‘Hi-Lo’”’ Brush Control 
Sweeps every floor covering—easier 


New models too—in the mode of today 


Bissell Carpet Sweeper Co., Grand Rapids, Mich. 
New York Office & Expt. Dept., 46 West Broadway, New York 











“Imperial Mailtainer” 


This strong combination of 
wrought iron, wrought brass 
and heavy galvanized steel is 
both an ornament and a utility 
for any home seeking distinc- 
tion. The best of our big line; 
rust-proof and offered in five 
new finishes. Write for full 
particulars. 


Chicago Salesroom, 1498 Merchandise Mart 


FULTON LIN E 


PATENT NOVELTY COM PANY 


ILLINOIS 
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are the choice of discriminating 
buyers . .. because better made 
of Letter materials, they give longer 
service. Guaranteed to outlast 3 
to 5 ordinary cans. Your Jobber 
can supply you. 


THE WITT 
2114 Winchell Ave., 


In tests made at the Pittsburgh 

Testing Laboratory the New WITT 

was definitely proven superior to 
all other cans. 


CORNICE CO. 


Cincinnati, Ohie 

















NOVEMBER 26, 1931 








61 














Decorated- 
Enamel 


Child’s Sets 


This amusing set for a 
child has plate, bowl, cup 
in lustrous, glass-hard 
Vollrath enamel — bisque 
with green, red, or yellow trim. Because of its quality and cunning 
decorations, it is a valuable Christmas seller. Elephant (“Green 
umbo”); Rabbit (“Red Bunny”); Duck (“Yellow Duckling’). 

ch set in decorated box. Other noteworthy Christmas items in 
our catalog. The Vollrath Co., Sheboygan, Wisconsin. 


Vollrath Ware 


Look for the name Vollrath in 
this form on the label. 




















Colonial Brass or Copper 


FIRESIDE 
KETTLES 


Profitable holiday number. 
Solid Brass or Copper Ket- 
tles, colonial reproductions. 
Best type of wood holder. 
Sizes from 2 qt. to 40 at. 
Wrought iron hammered 
handles. With or 
without iron band. 
Prompt shipments. 
Write for prices. 


The NATIONAL PIPE BENDING CO. 
Est. 1883, 130 River St., New Haven, Conn. 
Kettles—Pails—Dippers = 




























They snap like a 
trap, lock instant- 
ly and hold the 
most vicious char- 
acter absolutely 
secure. They 


Cannot Become Locked in the Pocket 
An officer can slip them on a prisoner with 


one hand, leaving his other hand free to 
protect himself. Good Profit. Send for Prices. 


Peerless Handcuff Co., Springfield, Mass. 






Weieet 12 Ounces 
SwIVELED ‘SWIVELED 
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WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


| Eon OF 1-08 eo 0 od ETS 


Him to Weld Steel 
as Easily as Iron 


IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND CO. 
FORT WAYNE, IND. 











Convention Calendar 


CALIFORNIA RetTart HARDWARE AND IMPLEMENT AS- 
SOCIATION CONVENTION AND EXHIBITION, Sacramento 
Memorial Auditorium, Sacramento, Feb. 9, 10, 11, 1932. 
LeRoy Smith, secretary, 112 Market Street, San Francisco. 


CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
Hotel Bond, Hartford, Feb. 17, 18,:1932. Charles R. 


Freeman, secretary, Branford. 


IpaHo RetaiL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Bannock Hotel, Pocatello, Jan. 
20, 21, 22, 1932. E. E. Lucas, secretary, Hutton Bldg., 
Spokane, Wash. 


INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, State Fair Grounds, Indianapolis, Jan. 
26, 27, 28, 29, 1932. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Bldg., Indianapolis. 


Iowa Retatt HARDWARE ASSOCIATION CONVENTION AND 
ExuiBition, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum. Philip R. 
Jacobson, secretary, Iowa Hardware Building, Mason City. 


Ittinois RetTarL HARDWARE ASSOCIATION CONVENTION 
AND Exuisit. Headquarters and meetings, Hotel Sherman, 
Chicago, Jan. 12, 13, 14 and 15, 1932. Exhibit at. Mer- 
chandise Mart, Jan. 11 to 16. Paul M. Mulliken, manag- 
ing director, 1141 Merchandise Mart, Chicago, IIl. 


Kentucky HarpwarE & IMPLEMENT ASSOCIATION Con- 
VENTION AND EXHIBITION, Seelbach Hotel, Louisville, Jan. 
19, 20, 21, 1932. J. M. Stone, secretary-treasurer, Room 
9, Seelbach Hotel, Louisville. 


Micuican RetTatL HARDWARE ASSOCIATION CONVENTION 
AND ExHIBITION, Detroit, Feb. 9, 10, 11, 12, 1932. Harold 
Bervig, secretary, 1112 Capital Bank Tower, Lansing. 


Minnesota RetaiL HARDWARE ASSOCIATION CONVEN- 
TION, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. 


Missour! RETAIL HARDWARE ASSOCIATION CONVENTION 
AND/EXHIBITION, New Hotel Jefferson, St. Louis; Feb. 16, 
17, 18, 1932. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 


MonTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Billings, Feb. 11, 12, 13, 1932. A. C. Tal- 
mage, secretary-treasurer, Bozeman. 


MownTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Denver, Colo., Jan. 18, 19, 20, 1932. 
Headquarters, Cosmopolitan Hotel. John T. Bartlett, sec- 
retary, 2005 Mapleton Ave., Boulder, Colo. 


NaTIONAL House FURNISHING MANUFACTURERS AssSoO- 
CIATION, FirTH ANNUAL EXHIBIT, Stevens Hotel, Chicago, 
Jan. 10-16, 1932. Warren Edwards, secretary, Room 1203, 
Builders Bldg., 228 N. La Salle St., Chicago, II. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Omaha, Feb. 2, 3, 4, 5, 1932. Exhibition 
will be held at Omaha Auditorium. Headquarters, Paxton 
Hotel. George H. Dietz, secretary, 414-419 Little Bldg., 
Lincoln. 
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New Encianp Retait HarpwarE DEALERS ASSOCIATION 
ConvENTION AND ExuHiBITION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, ‘Machinery Hall. Headquarters, Hotel Statler. 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 

New York StaTE RETAIL HARDWARE AsSOcIATION Con- 
VENTION AND Exposition, Feb. 2, 3, 4, 5, 1932. Exposition 
will be held at Madison Square Garden; headquarters, 
Hotel Edison, Forty-seventh Street, west of Broadway. 
J. B. Foley, secretary, manager, 510 Hills Bldg., Syracuse. 


NortH Dakota Retait HarpwarReE AssociaTION Con- 
VENTION AND EXHIBITION, Fargo, Feb. 10, 11, 12, 1932. 
C. N. Barnes, secretary, Grand Forks. 


Onto HarpwarE AssociATION CONVENTION AND EXxHI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 


Bank Bldg., Dayton. 


OxiaHoma RetaiL HARDWARE AssOcIATION CONVEN- 
TION AND EXHIBITION, Shrine Temple, Oklahoma City, 
Jan. 26, 27, 28, 1932. Charles F. Nelson, secretary, 207- 
208 Bloomfield Bldg., Oklahoma City. 


Orecon Retatt HARDWARE AND IMPLEMENT DEALERS’ 
AssociATION CONVENTION, Multnomah Hotel, Portland, 
Feb. 2, 3, 4, 1932. E. E. Lucas, secretary, Hutton Bldg., 
Spokane, Wash. 


Paciric NorTHWEST HARDWARE AND IMPLEMENT AsSo- 
CIATION CONVENTION, Winthrop Hotel, Tacoma, Wash., 
Jan. 27, 28, 29, 1932. E. E. Lucas, secretary, Hutton 
Bldg., Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HarpwaRE As- 
SOCIATION, INc., CoNVENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, managing director, Wesley Building, Philadel- 
phia. 

Soutn Dakota Retait Harpware Association Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
ConvENTION, in conjunction with a Modern Home Show, 
Los Angeles, dates to be later decided. J. V. Guilfoyle, 
secretary, 420 E. 8th St., Los Angeles. 


Texas HARDWARE AND IMPLEMENT ASSOCIATION Con- 
VENTION, Gunter Hotel, San Antcnio, Jan. 19, 20, 21, 
1932. Dan Scoates, secretary, College Station. 

West Vircinia RetarL Harpware Association Con- 
VENTION, Clarksburg, Jan. 19, 20, 21, 1932. H. B. 
Clower, secretary, Box 127, Oak Hill. 

Western RETAIL IMPLEMENT AND HARDWARE ASSOCIA- 
TION CONVENTION AND HarpwarE SHow, Kansas City, 
Mo., Jan. 19, 20, 21, 1932. Headquarters, Hotel Balti- 
more. Convention sessions, Missouri Theatre; Hardware 
Show, Convention Hall. H. J. Hodge, secretary, Abilene, 
Kan. 

Wisconsin RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Feb. 2, 3, 4, 5, 
1932. B. Christianson, secretary, Stevens Point. George 
W. Kornely, exhibit manager, 3374 North Green Bay 
Ave., Milwaukee. 
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WALWORTH 


Walworth Company, General Sales Offices: 
60 East 42nd St., New York 


Plants at Boston, Mass.; Kewanee, IIl.; 
Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., New York, Foreign Representative 


Makers of Dan Stillson’s Wrench 


Featur 
UNION 


Rubbish Burners 


for Fall Clean-Up 


Send for sample order now, or 
write for new low price list to 


UNION STEEL PRODUCTS CO. 


602 Berrien Street, ALBION, MICH. 





















SPEED UP 
SALES 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 



























Glass 


~~ 


WHR) 
aAhK'e 
the BEST 


LANDON P. SMITH, Inc., IRVINGTON,N.J. 




















post paid. 
Positions Wanted and Help Wanted adver- 
th ts at Special Rate of one cent a 


word, minimum fifty cents per insertion. 














Use the “Classified Opportunities Section” to Reach Hardware Niciaitictiorees | 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





CLASSIFIED ADVERTISING THE FOLLOWING RATES 
RATES apply to “Business Opportunities,” ‘Sales ee Sa to oe ne J 
a Accounts Wanted” and “Sales Representa- Each additional inch............ -- 4.00 
‘ tives Wanted” advertisements. Discounts for Classified Ad 
ee ane wr eae : = 4 insertions, 10% off ee 
these oun: 
in two consecutive weekly issues. Set Solid, Minimum of 5 lines...... $3.00 we ac Bw gt a Sieh or idle 
Box number address may be used. Each additional line............ -60 Wanted Advertisements. 
All replies will be forwarded by us All Capitals, Minimum of 5 lines.... 4.00 HARDWARE AGE is published each Thursday. 
Each additional line......... cose SO Forms close Nine Days previous to date of 


Average 10 words to a line 
Allow One Line for Keyed Address 
Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box nu 


BOXED DISPLAY RATES 





publication. 
Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 














POSITIONS WANTED 


POSITIONS WANTED 





WANTED POSITION in any capacity by young married man 33 years 
of age. Will go anywhere. Have had 16 years’ experience in Sporting 
Goods and Hardware. Thoroughly experienced in retail and wholesale 
merchandising. Three years traveling for large national jobber. Seven 
years with large Sporting Goods department specializing in guns and fishing 
tackle for high class trade. Five years with large Sporting Goods Jobber. 
i buying and merchandising both hardware and sporting 


Experienced in Z x 
goods. Will accept position either in hardware or sporting goods ~. in 
an 


Interested in opportunity more than immediate salary. 


any capacity. 
Address Box J-547, care of HARDWARE AGE, 


furnish best of references. 
New York City. 


I HAVE HAD TWELVE YEARS OF EXPERIENCE with three years 
of road selling in shelf and builders’ hardware, paints, sportin goods, 
plumbing supplies, housefurnishings and farming implements. ‘an fur- 
nish best of references. Address Box J-456, care of HARDWARE AcE, New 


York City. 

HARDWARE MAN—Age 31, married, Christian, have 15 years’ ex- 
perience in the buying and selling of hardware, tools, etc. General al} 
around repair man, window trimming. Position in either Dutchess, Ulster, 
Orange, Putnam or Rockland Counties. A. C. BRUH'NS, 2704 University 


Avenue, New York City. 








EXPERIENCED TRAVELING SPECIALTY SALESMAN wants to 
sell for manufacturer. Have sold Hardware, Auto, Mill, Mine and Factory 
Supply Jobbers in most of the United States and Canada, also some Rail- 
roads and large Industrial Plants. Nominal salary and expenses. Honest, 
active, clean cut, convincing talker. I know how to sell goods. Can you 
ch a hustler. Address Box J-545, care of Harpware AcE, New York 

ity. 

POSITION WANTED—Retail hardware man, married, fourteen years’ 
experience as manager of store selling hardware, paints, tools, plumbing, 
electrical and mill supplies and farm machinery. Would like to locate 
with some reliable firm who wishes a man who can entire resp 
bility. No objectionable habits and can furnish excellent references. Ad- 
dress Box J-546, care of HArpware AGe, New York City. 











CATALOG compiler, 15 years’ experience with hardware jobbers and 
catalog printers. Have manageed catalog and pricing departments for sev- 
eral jobbers. Thoroughly acquainted with all standard brands of hardware 
in any department. Character and references will stand close inspection. 
Address Box J-550, care of HArpware Acr, New York City. 





HARDWARE MAN, 35 years of age with 14 years’ experience in general 
hardware, plumbing, electrical work and has specialized in hot air heating. 
Has also had commercial training. Will take job in any part of the country. 
Address Box J-544, care of Harpware Ace, New York City. 


WANTED POSITION in retail store by experienced builders and gen- 
eral hardware man. Ten years with one concern. Willing to locate any- 
where. Can give best of references. Address Box 7442-A, care of Harp- 
ware Ace, 1507 Otis Building, Chicago, Illinois. 


SALESMAN, married, 33 years of age, desires connection with reputable 
concern catering to hardware and department store trade in Metropolitan 
New York. Fine record, references. Address Box J-549, care of Harp- 
ware Ace, New York City. 


EXPERIENCED SALESMAN would prefer Metropolitan New York 
area, selling to wholesalers or retailers, or both. Experienced in hardware, 
tools, housefurnishings and specialties. Hias+ good following in trade. 
Address Box J-555, care of HArDwarE AGE, New York City. 


HARDWARE MAN, 45 years of age, married, temperate and indus- 
trious wishes to make connection with some reputable Hardware Concern. 
Capable of conducting affairs of large concern. Salary can be arranged. 
bey furnished. Address Box J-562, care of HArpwArE AGE, New 

ork City. 


PROGRESSIVE YOUNG MAN, 28, seven years’ thorough experience 
with wholesale and retail hardware firm in Metropolitan New York dis- 
trict. Desires connection with Manufacturer or Wholesaler. Good sales 
ability. Pleasing personality—and real hard worker. Reasonable salary 
or Drawing Account against commissions. Address Box J-561, care of 
Hiarpware Ace, New York City. 


HARDWARE MAN with twenty years’ experience selling hardware 
paint and sporting goods retail in Virginia, wishes to make connection with 
some good house, can give the best of references. Address Box J-560, 
care of Harpware AcE, New York City. 


YOUNG MAN, 30 years old. single, with a good education desires a 
position with a reliable firm. Will accept work in store or will travel 
anywhere. Have had several years’ experience in the retail store. The 
firm I was employed by being discontinued has forced me to seek work 
elsewhere. Best of references furnished. Address Box J-559, care of 
Harpware Ace, New York City. 























SALES MANAGER would like to make connection with a reliable 
manufacturer to take charge of sales. Have directed salesmen for a 
large jobber and have wide acquaintance with jobbers and dealers and 
can furnish best of references. Address Box J-553, care of HARDWARE 


AGE, New York City. 


SALES REPRESENTATIVES WANTED 


ROPE SALESMAN WANTED: 100 per cent pure Manila rope, 14e. 
lb. basis. Fast selling side line, five per cent commission. United Fibre 
Company, 82 South Street, New York City. 


SALESMEN WANTED—To sell Malleable Fittings, pipe nipples, pipe 
couplings, unions and brass goods at 744% commission on direct or re- 
peating orders. Write for full details. CINCINNATI NIPPLE & MFG. 


CO., 1557-69 Gest St., Cincinnati, Ohio. 


SALESMAN WANTED: Sideline to sell high grade line toy vehicles 
and specialties to retailers and department stores. Liberal commissions. 
Several states still open. Address Box 511, Sheboygan, Wis. 


SALES ACCOUNTS WANTED 


ESTABLISHED MANUFACTURER’S REPRESENTATIVE contact- 
ing hardware, electrical and mill supply trade desires additional lines 
Southeastern territory. Office, display and warehouse space maintained 
Atlanta. Address Box J-554, care of HarpwarEe AGE, New York City. 


MR. MANUFACTURER: We can sell your line to the Jobbing trade 
of the Pacific Coast. 25 years’ experience selling to Jobbers only. We are 
ready for a few worth while lines from reliable manufacturers.)s MERTES 
BROS., 651 Larkin Street, San Francisco, California. 


























4 
MANUFACTURERS AGENCY—A reliable Hardware Salesman with a 
wide acquaintance with hardware jobbers and dealers, department stores, 
lumber Sites and automobile jobbers in the Middle West would like to 
represent a few manufacturers of quality merchandise with real sales 
possibilities. Address Box J-552, care of Harpware AcE, New York City. 


AN UNUSUALLY HIGH CLASS MAN of high reputation and wide 
acquaintance among Hardware Jobbers and allied Steel Products quantity 
consumers is opening a sales agency in Cleveland, Ohio, to serve Cleveland 
and surrounding territory. If you are a manufacturer of a quality product 
sold through the jobber and to large consumers and are not satisfactorily 
represented in that territory, you now have an opportunity to make a 
splendid connection. Address Box J-551, care of Harpware AcE, New 


ork City. 


MANUFACTURERS REPRESENTATIVE. New high class organiza- 
tion being formed for hardware and housefurnishing trade, Metropolitan dis- 
trict of New York. Head has broad acquaintance, twelve years standing. 
Your chance for —_ hard hitting, thorough representation in world’s 
greatest market. lectric, gas stoves, ranges, heaters, other items. - 
dress Box J-543, care of Harpware Acz, New York City. 











BUSINESS OPPORTUNITIES 


HARDWARE STORE FOR SALE. Located in a busy thoroughfare. 
Established for the past twelve years. Good locksmith and general repair 
busi ner wants to retire. Address Box J-557, care of HARDWARE 








AMERICAN, age 27 years, married, 2 children. High School and 
Business College training. 14 years hardware retail and Jobbing experience 
in General hardware. Mill, Mine and Contractors supplies, as General 
Manager, Sales and Merchandise Manager, and Purchasing Agent. Inside 
and outside sales experience. Desire position with Jobber, Retailer or 
Manufacturer. Salary moderate, location immaterial. A-1 references. 
Address Box J-558, care of H'arpware Ace, New York City. 


64 





Act, New York City. 


CAPABLE EXECUTIVE; wishes to acquire partnership or active 
interest in a progressive hardware or mill supply business. Experience as 
Sales Manager and Purchasing Agent, also in general managerial details. 
Invest $3,000 to $5,000. Located in New York or New England. Address 
Box J-556, care of Harpware Ace, New York City. 
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INDEX TO ADVERTISERS 














THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every cere 
No allowance will be made for errors or failure to insert. 


will be taken to index correctly. 
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Replace it 
with ..A 


KIMBALL 
ELEVATOR 


Is your elevator old 
and shaky? Why not re- 
place it with a Kimball 
machine—They are com- 
pact, powerful and safe— 
Tell us the job it has to do 
and let us submit prices and 
data on machine to do it. 


What areyour requirements? 
We have an Engineering 
Dept. to aid you. Write us! 


KIMBALL BROS. CO. 


1205-19 Ninth st. 
Council Bluffs, Ia. 6AA 




















It’s not too Late for 
Your Last Minute 
Order 


The newest model Reo 
Coupe with two spare wheels 
nickeled radiator and head- 
lights, draws youngsters 
because it is so thoroughly 
modern. 





No. 147 Reo Coupe 
Retails $1.00 


The Mack Ice Truck is 
another new and very popular 
toy this year with its ice and 
ice tongs. No dealer should 
omit to include either of these 
fine toys on his Christmas list. 


ARCADE MANUFACTURING COMPANY 





No, 227 Mack Ice Truck 
Retails $1.00 


FREEPORT, ILLINOIS 
BRANCH OFFICES REPRESENTATIVES 
New York Philadelphia J. T. Rowntree, Inc. . 
200 Fifth Ave. 6146 Wayne St. San Francisco Portland Salt Lake City 
Los Angeles Seattle Denver 
Chicago St. Louis Boston Dallas 
Merchandise Mart, 6607 San Bonita Arthur T. Otis D. D. Otstott, Ine. 
Room {4111 Ave. 111 Summer St. Santa Fe Bldg. 























Rivets 


Roofing Nails 
Scratch Brush Wire 





THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn, 
















Wood 
Screws 














For more 
profits 
From 


Here’s the first complete 
line of bottle caps to meet 
every demand of your cus- 
tomers —and a new “trading-up” 
plan to bring you more profits. Ask 
: or write for our latest 








b let: 
“For More Sales 


and Quicker Turnover” 





¥ 


HOME USE BRAND RE-LY-ON BRAND 
World’s standard cap Improved indented cap 
PYRAMID BRAND 
The Super Seal—for high pressure sealing 


CROWN CORK & SEAL CO. 


Baltimore, Maryland 
World's Largest Makers of Bottle Caps 
















HARDWARE AGE 









































What NORGE Success in the 
loughest Market means in your locality 





WISE and wary New York 
bought more than one million 
dollars worth of Norge Electric 
Refrigerators during the first 
six months that Norge was on 
sale there. 

Twenty-eight of the finest 
apartment houses built in the 
metropolitan area during the 
first half of 1931 are Norge 








THE ROLLATOR 


This exclusive Norge re- 
frigerating mechanism 
has only 3 moving parts 
...it’s extra powered... 
almost everlasting. 


There is extra cooling power 
in the Rollator. The Norge 
user gets the benefit of this ex- 
tra cooling power in better day 
to day results and more years 
of dependable refrigeration. 

More sales, easier sales, 
better profits and minimum 
service requirements make 
Norge an attractive product 








equipped throughout. 

Twenty thousand visitors at a show- 
ing of Long Island model homes, where 
various leading makes of refrigerators 
were installed, unanimously voted Norge 
their first choice. Now, that builder in- 
stalls Norge exclusively. |” 

The features that won big success for 
Norge Rollator Refrigeration in New 
York (the toughest market in America 
for utilitarian products) are the features 
that make Norge the easiest to sell in 
your locality. 
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for progressive dealers. 
Norge is package merchandise...a short 
line...service free. For full details of the 
Norge dealer plan, write, wire or ’phone. 


NORGE CORPORATION 


656 E. WOODBRIDGE ST...... DETROIT, MICHIGAN 


Norge Corporation is a division of 
Borg-Warner Corporation, one of 
the world’s largest makers of auto- 
motive parts, including free wheeling. 
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ROLLATOR REFRIGERATION 





The ROBERTSHAW 





Means More to You 
THAN JUST A SELLING IDEA 


Consider the position you are in, every time 


you sell a gas range. 


Your customer asks you plenty of questions 
. and you have to make plenty of 
promises ....as to how that range will 


perform in day-by-day cooking service. 


But when you sell a range that has a 
Robertshaw, the matter of oven perform- 


ance is answered and assured in advance. 


You know that the woman who buys a 


Robertshaw equipped range is going to be 








“Now she can 
go where she 
pleases.” 






most happy over the meals it cooks for 
her. You know, too, that she will accept 
the Robertshaw as a surety that the range 


is rightly made and strictly up-to-date. 


And if you would sell more ranges this 
season, be sure you know how the Robert- 
shaw advertising and radio campaign is 


creating new sales and prospects for you. 


Write now for the complete Robertshaw pro- 
gram. It costs you nothing, and it does make 


range selling the easiest part of your work. 


_ The 
ROBERTSHAW 
Thermostat Company 
YOUNGWOOD :- PENNSYLVANIA 


ROBERTSHAW 


LAWRENCE 
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HARDWARE AGE 
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